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LOS FELIZ BLVD. 


PERLATIVELY FINEIN QUALITY.. 


- MODELED IN 


SPIRITED DESIGNS COMPOSING FOUR GROUPS 


EL PATIO 


California's charm exemplified 
in brilliant table service . . 
eight striking colors . . . ale: 
tinctive shapes. 


TROPICO 


Gayly colored flower pots and 
bowls . . . garden ware of all 
types in a wide range of colored 
glazes. 


LOS ANGELES 


CORONADO 


Art pottery of formal Spanish 
influence . . . modelel in 
unique shapes . . . in subtle 
satin glazes. 


CIELO 


Perfect tonal combination of 
turquoise and white emphasizes 
the pure lines of lovely Chinese 
shapes. 


GLADDING, McBEAN & CO. 


CALIFORNIA 


REPRESENTATIVES 


JUSTIN THARAUD, INC. 
129 FIFTH AVENUE 

New York City and the 

New England States 


HENRY C. HUBLEY 
East and Midwest 


ROY C. YOURSTONE 
Pacific Coast 


H. RALEIGH RINGO 
The Southern States 
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We Are Pleased to Announce 


The Arrival of the Latest Designs by 


W. H. GRINDLEY & CO. 


On Their 


NEW “TUDOR” SHAPE 


Samples are now on display comprising an unusual variety of 
transfers, prints and hand-painted treatments. 


These new patterns will be exhibited only at our showrooms 
and we suggest you inspect them while in New York. 


OPEN STOCK AND IMPORT 
FOR FALL DELIVERY 


WM. S. PITCAIRN CORPORATION 
104 FIFTH AVENUE, NEW YORK 
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Morimura Bros. 


Offerings 


We are featuring during the china, glass and housefurnishing 
shows in New York 


Composition Trays 


at prices never before offered. No buyer should leave the city 
without seeing these values and quality. 


Another display which will surprise our customers is our line of 


Cased Glass 


in a very large variety of shapes and items to retail at popular 
prices. 
Also we are presenting an extraordinarily smart 
Semi-Porcelain 
Line of 
Table and Kitchen Pantry Items 


Both the cased glass and the new pottery lines are being favorably 
commented upon as the most outstanding creations which 
the market offers. 


MORIMURA BROS. Inc. 


53-57 West 23rd Street ‘ot New York 
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Photo by Stadler, 


Our New eee Set saan 


In our famous No. 38 Pattern—one of the best things we have 
ever produced and still going strong—is our new Repeal Set. It con- 
sists of | Cocktail Shaker (with a close-fitting, chromium finished metal 
top), | Bitters Bottle, | Bar Bottle or Decanter, 6 7-0z. Old Fashioned 
Cocktail Glasses and | Jigger for measuring. Sets come packed in 
individual cartons. If desired the size of the set can be enlarged by 
adding 6 2-0z. Whiskies or 10-0z. Highballs. 


Not only is the pattern itself most attractive, but the ware is well 
made and beautifully finished. Altogether it is an offering of out- 
standing merit and the price is right to make it a good popular-priced 
number and show a nice profit to the dealer. Write for prices, etc. 


Line Will Be on Display in Room 504, Hotel New Yorker, During China and Glass Show, July 30-August 4. 


New Martinsville Glass Mtg. Co, 


NEW MARTINSVILLE, W. VA. 
IRA M. CLARKE, Genera! Manager 
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A New Weller Line—“Manhattan” 


This new line is shown in Polytones of Green and Tan and is well 


| | made in the best Weller traditions. The line offers excellent values 
for Fall selling. 
SEE OUR LINE Twenty Pieces— $15.50 
Twenty pieces (two shapes in each color) are offered for $15.50 f.o.b. factory. Nos. |, 2 
NEW YORK and 3 to retail for $1.00 each. Nos. 4, 5 and 6 for $1.50 each. Nos. 7, 8, 9 and 10 
SHOW for $2.00 each. Order the assortment now to freshen up your department. 
In addition to the "MANHATTAN" we are featuring the new "CLASSIC," the Colonial 
ROOM 531 "DORSIE" and the well-established "IVORIS" among other lines. 
| 
HOTEL 
PENNSYLVANIA ReGrey 
St 1872 
JULY 30-AUG. 4 ae 


THE S. A. WELLER COMPANY 


a ZANESVILLE, OHIO 


NEW YORK: 
Room 226, Fifth Avenue Building 


BOSTON: ~ 


111 Summer Street 


i 
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Two Big Trade Shows Pep 
Opening of Fall Buying Season 


Experiment Tried Out Last Fall of Exhibiting New Merchandise at Two 
Leading Hotels So Successful lt Will Be Repeated on Much Larger Scale 
This Year—Twice the Exhibits at Both “New Yorker” and “Pennsylvania” 


LL is now set for the big event—the 

formal opening of the fall house- 

wares buying season. There have 

been a few preliminaries, but the 
curtain rolls wp on the main show Mon- 
day—with chief interest centered in New 
York City and the launching of the China 
and Glass Show at the Hotel New Yorker 
and the Housefurnishings Show at the 
Hotel Pennsylvania. Incidentally, the 
Eastern Manufacturers ‘and Importers Ex- 
hibit will open at the Palmer House, Chi- 
cago, making its appeal to the gift trade 
particularly of the Mid-West. It would 
seem that old times had returned, judging 
from the bookings that have been made at 
all of these shows. The China and Glass 
Show at the Hotel New Yorker is well 
over double in size of what it was a year 
ago, when it was born, so to speak. The 
Housefurnishings Show at the Pennsyl- 
vania will completely fill three floors in- 
stead of two a year ago; while George F. 
Little, manager of the Eastern Manufac- 
turers & Importer Exhibit, has made a 
complete sell-out of the two entire floors 
engaged at the Palmer House. Additional 


space is not obtainable for “love or 
money,” the last room having been dis- 
posed of early last week, or nearly a 
fortnight before the show opens. 

All of this is a good sign, It indicates 
clearly the faith on the part of the trade 
generally in the future of business and the 
feeling of certainty that buyers will be in- 
terested in merchandise. 

So far as china, glass and housefurnish- 
ings are concerned, the main interest natu- 
rally centers in New York. The last week 
of July a year ago found more buyers in 
the city than had been the case in any 
single week in years, even in the peak 
days of the mid-twenties. Incidentally, it 
is doubtful if any single week even during 
that period saw so many buyers in the 
market at one time. The registration at 
the China and Glass Show was well over 
four hundred and at the Housefurnishings 
Show over twelve hundred, and there is 
every indication that the registration will 
be even greater this year. The lure of 
reduced fares for the week will doubtless 
bring a large number to the city who 
might otherwise—despite the shows—come 


at a later date. As already announced, 
the Pottery, Glass & Brass Salesmen’s As- 
sociation has arranged for fare-and-one- 
third excursion rates to attend its con- 
vention and outing, while ithe Housefur- 
nishing Buyers’ Club has made similar ar- 
rangements. The Pottery, Glass & Brass 
Salesmen’s Association convention will 
open with a general meeting at the Hotel 
New Yorker on Monday, July 30, at 3 
p. m. Other meetings will probably be 
held during the week, and, of course, there 
is the great summer outing and clambake 
as a finale on Saturday. Those who are 
unaware of details of this event will find 
full information elsewhere in this issue of 
THe SAtesMAN. Then, there are the so- 
cial events planned by the Housefurnish- 
ing Buyers’ Association, including a star- 
light sail Wednesday evening. Altogether 
a very busy week, both commercially and 
socially, is promised, social features all be- 
ing so arranged as not to interfere with 
business. 

As already stated, the bookings at the 
Hotel New Yorker are greatly in excess 
of those of a year ago. The list of ex- 
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hibitors up to the time THe SatesMAN 
went to press, with several more hanging 
fire, includes : 


Heinrich & Winterling, Theodore Havi- 
land & Co., Carrollton China, Inc., Mc- 
Kenna Bros. Sales Corporation, Limoges 
China Company, A. J. Fondeville & Co. 
Federated Distributors, Pacific Clay Prod- 
ucts, Emery Industries, Eagle Cut Glass 
Company, Otto Goetz, Inc., Arterete Prod- 
ucts Company, Camark Pottery, Francis 
H. Ruhe, Inc., Edmondson Warrin, John 
Arthur Davison, Inc., Rumrill Pottery, 
Ampol Polish Glass, Gorham Artificial 
Flower Company, Mogi, Momonoi & Co., 
Julius Bieber, Anchor Manufacturing 
Company, Edw. P. Paul & Co., Silver City 
Cut Glass Company, Fulper Pottery, Percy 
N. Leyland, Inc., Taiyo Trading Company, 
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Fort Pitt Glass Corporation, Universal 
Potteries, Ebeling & Reuss, Inc., Fisk, 
Marks & Rosenfeld, A. L. Tuska, Son & 
Co., Justin Tharaud, Inc, New Martins- 
ville Glass Manufacturing Company, Jay- 
Willfred Company, Gladding, McBean & 
Co., Janie, Tarter, Greeman, Najeeb, Inc., 
Weil-Freeman Company, Unaka Potteries, 
Central Glass Works, Buckeye Pottery 
Company, Belmar Pottery Company, Uhl 
Pottery Company, Dumore Sales Company, 
Monongahela Valley Cut Glass Company. 
Cumberland Glass Company. 

At the Housefurnishings Show at the 
Hotel Pennsylvania there are also a good- 
ly number of china and glass exhibitors, 
including : 


Crooksville China Company, Fisher, 
Bruce & Co,, Fraunfelter China Company, 
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Hall China Company, Homer Laughlin 
China Company, Lotus Glass Company, 
Neuwirth Importing Company, Newland, 
Schneeloch & Piek, Inc., Rosenthal China 
Corporation, Sebring Pottery Company, 
Sterling Glass Company, Stetson China 
Company, Steubenville Pottery Company, 
Taylor, Smith & Taylor Company, S. A 
Weller Company, Art China and Glass, 
Hopewell China Company, Geo. Borgfeldt 
Corporation, C. C. Thompson Pottery 
Company, Belmar Pottery Company, Con- 
tinental Ceramics, Inc., Louis Levien Cut 
Glass Company, Oriental Purchasing Com- 
pany, Dunbar Glass Corporation, Pitman, 
Dreitzer & Co.. McKee Glass Company. 
Harker Pottery, Empire State Glass Com- 
pany, Metropolitan Pottery Company, 
Cambridge Glass Company, Brush Pottery 
Company. 


All Now Set for Association Outing August 4th 


All arrangements have now been com- 
pleted for the summer outing and clambake 
of the Pottery, Glass & Brass Salesmen’s 
Association to be held Saturday, August 4 
—the final day of the show—at Karatsonyi’s, 
Glenwood-on-the-Sound, Long Island. For 
the benefit of those who have not noticed 
the details or who have forgotten them, 
the following facts might be noted: 

The commodious, well-appointed, fast and 
safe excursion steamer Islander has been 
chartered for the day and will leave Pier A, 
Hudson River, promptly at noon. The hour 
of departure has been set for noon particu- 
larly to accommodate those who will attend 
the China and Glass or the Housefurnishings 
Show either as exhibitors or buyers, and, 
as Saturday is a light day, many will de- 
vote the early hours of the morning pack- 
ing up and then getting away by about 
1.30, which will be ample time to reach 
the boat. The pier is very conveniently 
located. It can be reached from either the 
Pennsylvania or New Yorker hotels by 
elevated or subway. Take downtown South 
Ferry train on either Sixth or Ninth Ave- 
nue “L” to Battery Place and walk two 
locks west to the pier, known as ‘the Coney 
sland Boat Pier. The West Side I. R. T. 
subway trains (South Ferry division) stop 
at Rector Street. Walk two blocks west 
and two blocks south to the pier. B. M. T. 
subway trains marked “tunnel” should be 
taken to Whitehall Street station. Get off 
at north end of station, walk one block 
west to Battery Park and then through 
the park to the pier. There is ample free 
parking space near the pier for those who 
drive over. 

Those who for one reason or another are 
unable to get away before noon will find 
a very convenient method of reaching 
Karatsonyi’s via the Long Island Railroad, 
which leaves the Pennsylvania Station, 
practically just across the street from both 
hotels. The 2.03 train (Daylight Saving 


Time) is due to arrive at 2.51, it being less 
than five minutes’ ride from the station to 
Karatsonyi’s. This will bring those who 
take the train to the grove a few minutes 
before 3 o'clock, at which time festivities 
are scheduled to start. Tickets are 98 cents 
and should be bought for Glenhead, which 
is on the Oyster Bay Division of the road. 
Incidentally, there is an earlier train at 1.19 
and arrives at 2.07, which will give ample 
time to get lunch at Karatsonyi’s before 
the fun begins. There is also a train at 
3.09, arriving at 4.04. Those who desire 
to make the trip by automobile can do so 
in about an hour from the New York Plaza 
of the Queensborough Bridge at Fifty-ninth 
Street and Second Avenue. The route is 
as follows : 

From Queens Plaza proceed along North- 
ern Boulevard through Flushing, Little 
Neck, Manhasset and on to Roslyn; turn 
left at silent policeman in Roslyn and con- 
‘tinue on Shore Road to Karatsonyi’s. En- 
tire distance from New York about twenty- 
two miles. 


As soon as the Islander has cast off from 
the pier a buffet lunch will be served. On 
arrival at Karatsonyi’s a ball game between 
the teams made up of married and single 
men will be started. The hour for starting 
the game has been set at 3 o'clock and it 
will continue until 4.30 when it will be 
brought to a close at the termination of 
the inning then in progress, no matter what 
the score may be. Then will come the track 
and field events, which will continue until 
6 o'clock. Valuable prizes have been of- 
fered, and competition will be open to any 
bona fide member of the trade. The sports 
ittee reserves the right to pass on 
i The mere purchase of a ticket 
does not entitle the holder to the privilege 
of competition. This rule will be rigidly 
enforced in order to prevent any ringers 
from getting prizes as has been attempted, 


though unsuccessfully, in the recent past. 
Then at 6 o'clock the clambake will be 
served, and at its conclusion it will be a 
case of “all aboard” for home at dusk. 
Tickets ($4.00) for the outing can be 
had at the offices of Percy N. Leyland, 139 
Fifth Avenue, Mr. Leyland being chairman 
of the general committee. Further infor- 
mation may be obtained from Mr. Leyland 
or other members of the committee, while 
tickets will also be obtainable through com- 
mittee members at both the Pennsylvania 
and the New Yorker hotels. These include 
Percy N, Leyland, Justin Tharaud, Eugene 
L. Fondeville and Charles A. Weidemann 
at the New Yorker and George B. Fowler 
and V. D. Kinnan at the Hotel Pennsyl- 
vania. The China and Glass Show office 
at the New Yorker and the Crockery & 
Glass Journal room at the Pennsylvania 
will be official booths for sale of tickets. 
Dunham Prize-Winner at July Golf 
Tournament at Echo Lake 


A new player made his début in trade 
golfing circles at the July tournament of 
the Pottery, Glass and Brass Golf Asso- 
ciation at Echo Lake, N. J., last Thursday 
in the person of William Gilbert Pitcairn, 
Esq. Yes, you have guessed it—the young 
man in question is named William for this 
grandfather and Gilbert for his father and 
great-grandfather, and, while he did not 
turn in an official score, he gives promise 
of developing into an excellent player in 
a few years. 

Counting “Billy,” there were thirteen 
players all told. Aside from the mugginess 
of the day, the thirteen was not at all un- 
lucky. All the players were charmed with 
the course and voted Frank Challinor a 
delightful host. The July event, for one 
reason or another, never is a big one, what 
with vacations, fall preparations, etc., and 
this one was no exception to the rule. 
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As usual, some of the players arrived in 
the morning and did some preliminary 
practice. During lunch, groups were made 
up and it was tentatively decided to hold 
the August event at Locust Grove—assum- 
ing, of course, that Jim Hardenburgh is 
back and able to make arrangements. 

First to tee off was a threesome made 
up of the two Pitcairns and Frank Challi- 
nor. Then came a twosome composed of 
President Fred Reusche and Vice-Presi- 
dent Don Warrin—very exclusive, these 
officials! They were followed by a four- 
some composed of Lou Owen, Tom Jones, 
W. W. (Dix) Dixon and Ernie Wilson. 
Last to get underway was another four- 


) 
Importers 


Affecting 1,100 concerns not now codi- 
fied and doing an aggregate of $760,000,000 
annually, the master code of fair competi- 
tion for the importing trade has been ap- 
proved by Recovery Administrator Hugh 
S. Johnson, to become operative July 30, 
it was announced by the NRA in Wash- 
ington headquarters last Sunday. 

The code seeks to set up a standard of 
operation in the industry similar to that 
adopted by the wholesale trade, shortens 
the work week of those employed, fixes 
rates of pay and otherwise tends to re- 
move obstructions to the free flow of in- 
terstate and foreign commerce by increas- 
ing purchasing power and consumption 
of industrial and agricultural products here 
and abroad. 

At the same time it enables the import- 
ers to present a unified front against the 
demands of domestic manufacturers for in- 
creased tariffs by empowering the general 
importers’ code authority 
them in actions filed under Section 3 (e) 
of the National Industrial Recovery Act, 
or negotiations affecting imports. 

This section of the act is that authoriz- 
ing the President to have an investigation 
made by the United States Tariff Commis- 
sion of complaints regarding imports con- 
sidered to be endangering domestic pro- 
duction, and. if the results of the investi- 
gation warrant such action, to impose 
higher tariffs or to curtail the entry of 
such foreign products to such an extent 
as may be necessary to prevent a code 
from beconring ineffective. 

lt is provided in the code that the code 
authority shall have the power “to take 
any necessary action on formal request of 
any trade, group or individual governed 
by this code to protect them from actions 
filed under Title I, Section 3(e), of the 
act, or to represent them in any negotia- 
tions relevant to the importing trade, en- 
tered into with any department of the 
Government, or with the domestic pro- 
ducers, manufacturers or associations of 
the same, expenses incurred thereby to be 


to represent, 


some composed of “Pop” Hinch, Harry 
Dunham, John Regen and T. B. Haire. 
Frank Challinor, Gil Pitcairn, Harry Dun- 
ham, Ernie Wilson, Don Warrin and young 
Haire all shot the course in under a cen- 
tury. 

When the scores were tabulated in the 
dressing room after the match, it was found 
that Frank Challinor was the low man of 
the day—incidentally, both net and gross 
—but was barred from prize competition 
as a previous winner, so the trophy went 
to Harry Dunham. The special prize pre- 
sented by the Crockery & Glass Journal 
was tied by John Regen and W. W. Dixon. 
Dixon won on the toss of a coin. Gilbert 


Code Effective 


for account of the parties directly inter- 
ested.” 

Commenting on this feature of the pact, 
Administrator Johnson said in a letter to 
President Roosevelt that it “seems to be 
a very desirable provision in that it will 
afford importers representation by a body 
which will be best able to gather and pre- 
sent the necessary facts in support of the 
importers’ position and may make it pos- 
sible to handle such cases with greater dis- 
patch.” 

This code, which is described as a gen- 
eral code, provides for supplemental codes, 
should such divisional codes be approved. 
In setting up the general importers’ code 
authority there will be represented three 
major sections—crude and semi-finished 
materials, food products, and manufactured 
goods ready for resale. Until the general 
code authority is elected the NRA central 
committee for import trade codes will act 
as the general code authority. 


Provision is made for setting up an in- 
dustrial relations committee with one rep- 
resentative of the employers, one repre- 
sentative of the employees and an impar- 
tial chairman to be chosen by the other 
two representatives, or, in the event of 
their failure to agree, to be chosen by the 
Administrator. 


Regarding the trade practice provisions, 
the Administrator reported, in a letter to 
the President, they “are not in any respect 
objectionable.” 

“Most of these trade practice provi- 
sions,” ‘his letter continued, “are similar 
to the trade practice provisions contained 
in the code of fair competition for the 
wholesale trade. The provision prohibit- 
ing inaccurate labeling, branding and 
packing of goods is designed particularly 
to protect both domestic manufacturers 
and importers from unfair advantage which 
might be gained by the misleading ap- 
pearance of imported goods.” 

A forty-hour week is provided for in the 
code, but porters, engineers, firemen, elec- 
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Pitcairn won the sweepstakes and “a 
pleasant time was had by all.” 
The net scores tor the day for the mem- 


ber-players were as follows: 


Frank Challinor 
Ear) Date 5 orci camse econinyracnsays 72 


Thomas G. Jones.... 86 
Gilbert L. Pitcairn... 3 din OD) 
Donald P. Warrin...... 89 
T.. V.. Haire... 89 
L. S$. Owen... 92 
Arthur E, Hinch.. 93 
E. Fred Reusche 95 
John Regen 96 


July 30th 


tricians and outside installation and repair 
men may work forty-four hours a week 
and watchmen fifty-four hours a week. 
Outside salesmen and employees engaged 
in executive, supervisory, professional or 
personal secretarial work, receiving $35 or 
more a week, are not limited by the hours 
provisions. Under certain conditions an 
employee may be worked as many as eight 
hours in excess of the hours prescribed, 
but in such cases time and one-third will 
be paid for the additional hours. 

Minimum rates of pay in cities of more 
than 500,000 population are fixed at $15 a 
week, and at $14 a week in all other places. 
A differential wili be allowed in the South 
of $1 a week. Part-time employees will be 
paid a minimum of 40 cents an hour, a 
slightly higher minimum rate than is pro- 
vided for the full-time employees. 

The Deputy Administrator in his report 
on the code to General Johnson found 
that: 


“(a) Said code is well designed to pro- 
mote the policies and purposes of Title 1 
of the National Industrial Recovery Act, 
including removal of obstructions to the 
free flow of interstate and foreign com- 
merce which tend to diminish the amount 
thereof, and will provide for the general 
welfare by promoting the organization of 
industry for the purpose of co-operative 
action among trade groups, by inducing 
and maintaining united action of labor and 
management under adequate governmental 
sanction and supervision, by eliminating 
unfair competitive practices, by promoting 
fullest possible use of the present produc 
tive capacity of industries, by avoiding un- 
due restriction of production (except as 
may be temporarily required), by increas- 
ing the consumption of industiral and agri- 
cultural production through increasing 
purchasing power, by reducing and reliev- 
ing unemployment, by improving standards 
of labor, and by otherwise rehabilitating 
industry. 


“(b) The code as approved complies in 
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all respects with the pertinent provisions 
of said title of said act, including without 
limitation Subsection (a) of Section 3, 
Subsection (a) of Secticn 7 and Subsec- 
tion (b) of Section 10 thereof; and that 
the application association iis a trade as- 
sociation truly representative of the afore- 


After a slow start the Lamp Show at 
the Hotel New Yorker last week picked 
up appreciably about Thursday. Indeed, 
instead of devoting Saturday morning to 
packing up, displays were kept open until 
noon and a very nice business for the 
week resulted. It must be admitted that 
actual orders were mainly on the more 
popular-priced lines, but considerable in- 
terest was shown in the medium-grade and 
even the finest of wares. It will be an- 
other couple of weeks, however, before the 
full results will be known. But, it is sure, 
business will be nicely in excess of that 
of a year ago. The tendency in buying at 
the show was toward equipment with a 
definite lighting as well as decorative value. 
From a decorative standpoint, it was no- 
ticeable that manufacturers were filling out 
their lines to provide complete treatment 
of period and modern styles in room deco- 
ration. Unusual interest was reported by 
buyers in the new brass and china lamps. 

The present week is naturally a some- 
what quiet one in local wholesale china, 
glass, housefurnishings and lamp circles; 
but it is the quiet that comes before the 
storm. The aforesaid “storm” will take 
the form of a whirlwind of buyers that 
are sure to arrive here next week for the 
China and Glass and the Housefurnishings 
shows. 

Despite adverse influences felt this’ sum- 
mer, first the drought and then the Pacific 
Coast strikes, business is maintaining a 
“surprising degree of steadiness,” accord- 
ing to the weekly review of business re- 
leased early this week by Dun & Brad- 
street, Inc. The review found that both 
wholesale and retail trades showed a bet- 
ter volume last week than for the week 
previous, and with a few exceptions topped 
the rising levels of last year. 

The most encouraging reports on dis- 
tribution were received from the New 
England, South Atlantic, Middle Western 
and Northwestern States, the review said, 
while commercial activity has been slug- 
gish with the protracted drought in the 
Southwest and practically at a standstill 
m the Pacific Coast States. 

Increasing travel was emphasized as a 
factor in keeping retail distribution above 
the total: of last summer. “Both domestic 
and foreign transportation systems are en- 
joying the best season in several years,” 
the review said, “with the influx of tour- 
ists from foreign countries reaching new 
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said trade; and that said association im- 
poses no inequitable restrictions on admis- 
sion to membership therein. 

“(c) The code is not designed to and 
wili not permit monopolies or monopolistic 
practices. 

“(d) The code is not designed to and 


Lamp Show Goes Over 


records, a result of the low exchange rates. 
In addition, automobile travel has estab- 
lished a new peak, motorists being lured 
to long trips by the chain of well-main- 
tained camps which now stretches across 
the country.” 

Besides their immediate effects, the 
drought and the labor unrest may be ex- 
pected to delay the normal rise in fall 
trade, it was said. The labor trouble has 
exerted an “inestimable” influence on fali 
buying schedules, causing many requests 
for deferred shipments. Industrial output 
was curtailed more by the strikes than by 
any deliberate curtailment on the part of 
manufacturers, the review said, and the 
course of the industrial indices was more 
accentuated in the downward direction 
than for any week so far this year. 

“While retail sales last week fell some- 
what below expectations,” the review ob- 
served, “volume was bolstered by success- 
ful clearance promotions, particularly in 
light-weight wearing apparel, textiles and 
housewares, with the total rising 8 to 10 
per cent above the comparative figures of 
1933. For the first two weeks of July re- 
tail sales were 10 to 15 per cent larger 
than during the same period a year ago, 
showing that consumer demand still is 
broadening, despite the sharp gains that 
were recorded last July.” 

The articles most in demand at retail 
included children’s dresses, which were 
running at nearly double last year's total; 
electric refrigerators and fans, shoes, ray- 
on fabrics, bicycles and sprinkling out- 
fits. 

The leading wholesale markets reported 
activity at the highest pitch reached this 
year, the review said. Merchandise for 
August promotional sales held the main 
interest of buyers, who concentrated on 
coats and sports fabrics in the women’s 
wear division. The upward swing in cot- 
ton prices brought larger orders for men’s 
shirts and underwear. Dry goods orders 
were also received in considerable volume, 
due to low stocks and the imminence of 
pice rises. 

Summer resorts which had underesti- 
mated their supplies of groceries and pro- 
visions have been largely responsible for 
an increased call for these commodities, 
according to the review. “Fall orders for 
staples were somewhat larger than last 
week, and old stocks of canned goods are 
moving out in good volume, as wholesalers 
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will not eliminate or oppress small enter- 
prises and will not operate to discriminate 
against them. 

“(e) Those engaged in other steps of the 
economic process have not been deprived 
of the right to be heard prior to the ap- 
proval of this code.” 


the Top 


generally have not marked up the prices 
of these to the advanced level set on the 
new pack. The present policy of postpon- 
ing future commitments, however, is not 
expected to be rewarded by any price ad- 
vantage, as the new pack is selling fully 
50 per cent above the present prices quoted 
on spots and reductions are improbable, 
in view of the shortness of the new pack 
and the exceedingly low stocks.” 

The review reported that the general rate 
of industrial operations now is down 10 
to 15 per cent from the level recorded in 
June, reducing the net gain for the year 
to an average of 35 to 40 per cent. Larger 
outputs were reported, however, in steel, 
automobiles, electric equipment, typewrit- 
ers and metal cans, and breweries are op- 
erating at the season’s peak. Textile pro- 
duction has slackened off further, espe- 
cially in the silk goods division, where 
single-shift operation awaits similar regu- 
lation in the rayon industry. 


July Business Bounds Upward; Brings 
New Hope to Retailers 

The unexpected has happened to busi- 
ness in July. Rather than following the 
downward trend of June into the usual 
summer slump, trade has bounded sharply 
upward, bringing new hope to both re- 
tailers and manufacturers. 

The improvement has not been confined 
to any one group, but has been spread 
generally throughout most distribution 
channels. Not only have the larger de- 
partment stores made bigger gains than 
were hoped for, but men’s clothing stores, 
men’s haberdasheries and both men’s and 
women’s shoe stores have reported good 
increases. 

To most of the big stores in metropoli- 
tan New York, retai! dollar sales in July 
have been “more than satisfactory.” The 
mid-monthly report of the New York Fed- 
eral Reserve Bank showed department 
stores in this locality to have been ahead 
4 per cent for the first half of the month. 
In June, the gain at the mid-month point 
was but 1.7 per cent as compared with the 
corresponding period of 1933. 

Many stores reported that business had 
continued its gains into the third week of 
July, and it was generally believed that the 
new momentum given to consumer pur- 
chasing would be carried forward through 
to the month-end. 
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Tips for Alert People in 
The Great Game of Selling 


Every Successful Salesperson in a China and Glass Store or Department 
Began At the Bottom, Knowing Little or Nothing About the Business, 
But Caring a Great Deal About Learning—How About You ? 


Written Exclusively for THE SALESMAN by Frank Farrington 


NTO every glass and china store, prob- 
ably into every glass and china depart- 
ment of a big store, there come fre- 
quent visitors who are never regarded 
as buyers. This is because they are friends 
or acquaintances who drop in now and 
‘then to see manager or salesperson, or to 
put in a little time while waiting for some- 
body. Or it may be because they come 
in to sell rather than to buy, or to ask a 
favor or a contribution for some cause. 
Take them, altogether, a very considerable 
number of these people come in in the 
course of a year. It will pay to think of 
these people as prospective purchasers. 
Treat them as such. Show them merchan- 
dise and try to interest them in it. Some 
of them have money in their pockets and 
would buy if the idea of buying were pre- 
sented to them. And at the very least, 
there is always the chance that they will 
talk to others about what they have seen 
and so)bring someone to the store to buy 
who might not otherwise have come. There 
is never any harm in considering a visitor 
a prospective purchaser. If.treating them 
in that way tends to discourage the visits 
of some who come in only to put in time, 
there may be an advantage in that. 
x oe © 

These are the salesmen who belong in 
the Death Watch of a retail glass and 
china department: The salesman who 
gives a straight and unqualified “No” to 
the customer’s inquiry as to whether cer- 
tain non-stocked merchandise can be had 
there; the salesman who shows annoyance 
over actions or noise on the part of a child 
accompanying an older person; the sales- 
man who obviously does not like to show 
goods when the chance of sale is slight; 
the salesman who cannot answer with as- 
surance the questions the customer asks 
about the merchandise; the salesman who 
divides his attention between the customer 
and someone not a customer; the salesman 
who does not know what the store’s ad- 
vertising is offering and what it is saying 
about the merchandise; the salesman who, 
if he can, will crowd a customer into buy- 


ing something not suited to her needs. 
There are more, but that is enough to kill 
an ordinary store. 

* Ok O* 


Many, many customers wanting.to buy 
such things as wine glasses, cordial or 
liqueur glasses, whisky, champagne or 
cocktail glasses, or beer glasses or. mugs, 
together with decanters, coasters and other 
paraphernalia for the graceful and correct 
service of alcoholic beverages, do not know 
what they should get. They may or they 
may not be willing to allow their ignorance 
to, appear, but it is there and they need 
help in making the right selection. They 
will appreciate that help, whether they ask 
for it or take it without showing they 
need it. Obviously, the salesperson must 
KNOW what is what in such matters. The 
information must be there at the service 
of the buying public, and it may well be 
given whether sought or not. It may be 
well to camouflage the fact that it is given 
with the thought it is needed, but it should 
be presented in one way or another, It 
will help sales. a 

* + # 

Glass and china store salespeople may 
be divided into two classes: those who 
have jobs in that line of work and are 
satisfied and expect to go on indefinitely 
with such selling, and those who look upon 
such a job as a stepping-stone on the way 
to higher positions in the industry. Of 
the former class the less said the better. 
They are like ail satisfied job-holders. Of 
the latter class, however, much is to be 
expected. They want to fit themselves 
for positions of importance. Some will 
become buyers or department managers. 
Some will have stores of their own later. 
Some will go into the wholesale houses 
and work their way up. Some will become 
interested in the manufacturing end. They 
will ali have ambition and will get some- 
where in following that ambition. I would 
like to suggest that the stand-patters who 
are going nowhere size themselves up and 
give a little thought to the very discour- 


aging fact that in time they will have no 
positions. Satisfied with jogging along in 
the rut, they do not become sufficiently 
successful at selling to be retained whet 
there has to be a cut in the number of 
employees or an elimination of those who 
produce the least return. The trouble with 
being satisfied with what you are doing 
and with the way you are doing it is that 
the head of the business will not be so 
easily satisfied and some day he will re- 
place you. The satisfied, jog-along-in-the- 
rut salespeople may Well think about what 
Louis XIV once said to his priest, Father 
Massilon: “Father, I have heard many 
preachers and I have been satisfied with 
all of them; but as for you, you make me 
dissatisfied with myself.” It is only when 
we become dissatisfied with the way we 
are doing our work and anxious to do it 
better that we get in line for advancement 
and continuing success. 


Wholesale Trade 50 Per Cent Off in Six 
States from 1929 to 1933 

Figures for the decline in wholesale 
trade in six States from 1929 to 1933, re- 
leased by William L. Austin, director of 
the Bureau of the Census, Department of 
Commerce, show the same tendency; 
namely, an enormous falling off in volume 
of business, amounting in most cases to 
more than 50 per cent, and in general a 
much smaller decrease in the number of 
wholesale establishments in operation. 

One of the largest percentages yet reg- 
istered in the latter category is shown for 
Arkansas, where the number of wholesale 
houses decreased 45.5 per cent, from 2.052 
to 1,119, while net sales were falling from 
$373,074,000 to $115,754,000, a decline of 
69 per cent. 

In West Virginia, on the other hand, the 
number of wholesale establishments actu- 
ally increased 2.3 per cent, from 1,132 to 
1,158. The decline in business was 50.9 


per cent, from $346,839,000 to $170,269,000. 
In Kentucky almost the same business de- 
cline was registered, 50.3 per cent. 
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... and Now 


Another DAWN 


with brilliant new treatment 
in sunrise colorings ! 


When we predicted an enthusiastic reception for our 
DAWN shape at its presentation last December, little did 
we dream that public acceptance would be so complete, 
so inspired. From stores everywhere came the demand 
for additional patterns and colorings. We've hit just what 
they want and are now able to offer this charming ivory 
body with embossed edge and verge in the most delight- 
ful decorative effects imaginable. 


DON’T MISS 
THE NEW DAWN 
IN ROOM 542 


NEW YORK 


| 
| HOUSEF URNISHING 
HOTEL PENNSYLVANIA 


JU Ly 20704] aI 


Illustration: 
Dawn Shape 
D60 


. (vet CHARM going strong! 


The accelerated demand for this appealing shape has emphasized the 
trend to modern dinnerware. CHARM continues to be a sensa- 


For ensemble with tional seller. 
beautiful dinnerware... In its variety of striking decorative effects CHARM offers a wide 
Full line of range of outstanding retailers that glorify the new spirit in din- 
PANTRY nerware design. 
BAK-IN-WARE With this headliner you can offer the public what it wants when 
it wants it. 
makers of 


DINNERWARE 


CROOKSVILLE OHIO 
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JOSEPH E, RASON 
BUYER FOR THE OUTLET CO., PROVIDENCE, R. I. 


Joe Bason, Only 40, Will Celebrate 
Silver Jubilee of First Job Monday 


Of 25 Years, Four Were ''Apprentice’’ Years, So to Speak, Under a Shrewd and Able Buyer, 
and Other 2! Joe Has Been "'On His Own" as a Manager and Buyer of China, Pottery, Glass 
and Housefurnishings—Joe Has Had Only Three Jobs in 25 Years, Each an Advancement 


N JULY 30 Joseph E. Bason will 
‘@) celebrate his silver jubilee in the 

china, glass and housefurnishings 

trade. There are men in the field 
with records of much longer service, some 
with even double and more of connections 
with the affiliated trades. But there are 
certain aspects of Joe’s service that make 
him a rather unique figure in the field. 
Perhaps the most outstanding of these is 
that he was probably the youngest buyer 
ever to be given charge of a complete 
china, glass and housefurnishings section 
in a department store. And also unlike 
some of the “infant prodigies,” he has since 


been going strong and the two changes he 
has made since the beginning of his career 
have been of his own volition and each a 
step upward on the ladder of success. 

Starting as a lad at 25 cents a day on 
Saturdays only, and working twelve, four- 
teen—yes, cven sixteen—hours, he has 
risen to be merchandise manager for a 
considerable number of departments in a 
nationally known store and, in addition, is 
a member of the board of directors of the 
concern. Joe can well be proud of his 
record. 

Born in Hartford, Conn., in 1894, he se- 
cured his first job with Wise, Smith & 


Co., of that city, July 30, 1909. Chance 
sent him to the housewares division of the 
establishment, where he was under George 
W. Hoagland, a hard taskmaster but a 
splendid teacher. Two years later he was 
made assistant buyer to Mr. Hoagland, 
and then in another two years—during 
which time he did a lot of buying on his 
own responsibility—he was promoted to 
the buyership when Mr. Hoagland re- 
signed. This took place in September, 
1913. Full of enthusiasm and ideas, he 
built up the department most successfully 
and attracted attention to himself from 
all parts of the country, with the result that 
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he received numerous offers from promi- 
nent concerns. Finally, in the fall of 1921, 
he accepted an offer from the concern of 
A. Lisner, now known as the Palais: Royal 
of Washington, D. C., and took up his new 
duties the following February. He re- 
mained there, very happy in his associa- 
tions, for a number of years, but when the 
general merchandise manager, A. C. Case, 
resigned, Mr, Bason decided to accept an- 
other offer he had received from The Out- 
let Company, Providence, R. l—with which 
concern he has since been connected. This 
is a brief chronological sketch of Mr. Ba- 
son’s activities, but gives no suggestion of 
the reasons for his outstanding success and 
which have raised him to the position of 
one of the best known buyers in the field— 
in housefurnishings as well as in the other 
lines. 

Perhaps the old adage “Nothing ven- 
tured, nothing won” would apply particu- 
larly well in Joe Bason’s case. First of 
all, George Hoagland taught him to work 
hard. And he has loved hard work ever 
since. Even to-day it is not unusual for 
him ‘to get to his office at eight o'clock in 
‘the morning and clean up all details before 
the store opens, so that these particular 
activities do not hamper him during busi- 
ness hours. Then, when he gets his mail 
he is able to dispose of it with his secre- 
tary in a brief period and has the rest of 
his time free to spend on the floor super- 
vising activities and noting the reaction of 
customers to promotions, which he deems 
very important. 

Also, when with Wise, Smith & Co. he 
learned merchandising under his super- 
visor, Abe Hutter—a splendid merchant 
who knew the necessity of buying right 
and at the right time. “I sometimes make 
mistakes,” said Mr. Bason to a representa- 
tive of Tar Satesman. “So does every- 
one else. The hundred per cent perfect 
buyer simply cannot exist. . When I make 
a mistake I try to get out of it as quickly 
as possible. If I have invested a thousand 
dollars of my employer’s money in a cer- 
tain item or a certain line that does not, 
go over, I take a cut and I take it quickly. 
If it does not move then, I cut again and 
again. If necessary, I dispose of the whole 
thing for a hundred dollars. A hundred 
dollars in the till is always worth more than 
in a lot of merchandise that may never 
move.” 

Mr. Bason is a great believer in adver- 
tising not only, but in advertising calcu- 
lated to produce results. He learned this 
lesson particularly when he was in Wash- 
ington, where each had to get up his own 
ads and suggest the “lay-out.” Lay-out 
became a hobby with him and he studied 
how to play up various type lines to the 
best advantage. 

Mr. Bason was one of the very first 
buyers in the country, if not the first, to 
handle plants and shrubs in the house- 
furnishings department, thereby not only 
building up a nice business in this mer- 
chandise but also greatly increasing the 
sale of garden implements as well. One 
evening while in Washington he was 
struck by a billboard advertisement of 
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rose bushes. It gave him an idea. The 
next day he secured the services of an 
artist from a local paper with which they 
did business and had this artist sketch for 
him a full-page advertisement with a bor- 
der. of roses and with notations regarding 
the type of rose. Then, in the center, two 
suburban homes were illustrated—one sur- 
rounded by rose bushes and the other by 
box and other greens. The remainder of 
the ad was filled in with reading matter. 
A considerable purchase was made of 
bushes, shrubs, etc., and the management 
was somewhat fearful of the result. But 
on the day the full-page advertisement 
appeared he sold out his entire stock and 
made a good profit, and continued these 
sales year after year, running the same 
type of ad. This was just one of the 
instances already referred to in which he 
took a chance and did well. It is not sur- 
prising that since that time shrubbery and 
plants have been more or less of a hobby 
with him, 

Since assuming his duties at The Outlet 
Company Mr. Bason has had many addi- 
tional departments given him, and to-day 
not only handles china, glassware and 
housefurnishings but toys and major ap- 
pliances. The stove department is one of 
his hobbies; and, incidentally, his is one 
of the biggest stove departments in New 
England. “How did you build it up?” he 
was asked. “Service,” replied Mr. Bason; 
“unlimited service. If ever a woman buys 
a stove from us, it makes no difference 
what its price‘or how long she has had it, 
we give free service in keeping it up and 
in repair. It is not unnatural, under the 
circumstances, that if she wants to buy 
another stove she comes to us and likewise 
that she sings peans of praise regarding us 
to her friends.” 

This is but a brief sketch of Joe Bason, 
successful merchant and charming mem- 
ber of the trade. Still in his thirties, his 
many friends hope his golden jubilee wil! 
find him as happy and as active as he is 
at his silver anniversary. 


Clarence Darrow Triumphs 


The recent course of developments af- 
fecting the NRA in Washington indicates 
increasingly that the battle of words be- 
tween Gen. Hugh S. Johnson and Clarence 
Darrow over future policies has been won 
in fact by the latter. Regardless of the 
relative merits of these two redoubtable 
opponents from the forensic standpoint, the 
Administration seems now to be capitulat- 
ing gradually but fully to the importunities 
of those who favor a return to a fuller ap- 
plication of the anti-trust laws. 

It has been felt by many since the promul- 
gation of major codes was completed, says 
the New York Journal of Commerce, that 
the basic task facing the Government was 
the creation of a permanent and effective 
organization to administer the rodes. The 
spectacular and dramatic methods used by 
General Johnson to popularize the NRA 
and get codes adopted were ill-suited for 
this second, more prosaic but also more 
important job. It does not detract from 
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the remarkable accomplishments of the Gen- 
eral in inaugurating the NRA to state that 
he failed definitely to establish an admin- 
istrative organization that could furnish 
quick decisions, investigate and curb effec- 
tively cases of abuse of code powers, and 
effect desirable modifications of codes with- 
out undue friction and continuous uncer- 
tainty. The reasons for this failure were 
varied and complicated. 

This failure of General Johnson to estab- 
lish satisfactory machinery for code admin- 
istration and enforcement has opened two 
major alternatives for the immediate future. 
One was to leave the various industries 
broad powers to co-operate under their 
codes, while setting up a strong judicial 
body to hear complaints and prevent abuse 
of monopoly power. The other course of 
action was to retreat from the advanced 
position on anti-trust law revision embodied 
in the National Industrial Recovery Act, 
and thus to pave the way for a gradual re- 
turn to the theoretical freedom of compe- 
tition provided for in the Sherman Act and 
other legislation of the kind. 

The Administration apparently favors the 
latter alternative, under pressure from the 
Darrow Review Board and its Congres- 
sional sponsors. The modifications of the 
steel and other important codes recently an- 
nounced lend confirmation to the view that 
a radical curb of the use of price-fixing de- 
vices, except in natural resource industries, 
has been decided upon. Hence, the new 
board suggested by General Johnson as his 
successor will be charged with administer- 
ing a greatly curtailed NRA code structure. 
Its chief duty, apparently, is to be to deter-~ 
mine when an “emergency” exists in any 
one industry, so as to permit the applica- 
tion within it of the broader price and pro- 
duction control powers ‘provided for in such 
contingencies. 

The real battle over the future of the 
NRA, however, and over the two philoso- 
phies of industrial control represented, re- 
spectively, by Hugh S. Johnson and Clar- 
ence Darrow will be fought out in the next 
session of Congress. The present law ex- 
pires by limitation June, 1935. The next 
Congress convenes in January, and from the 
start of its session the drafting of new anti- 
trust legislation to replace the National In- 
dustrial Recovery Act will doubtless stand 
at or near the top of the legislative cal- 
endar. 


Dominion Stores’ Sales Are Off 
1.6 Per Cent 


Dominion Stores, Ltd. for the four 
weeks ended July 14 last reports sales of 
$1,488,014, against $1,512,522 in the like 
period of 1933, a decrease of 1.6 per 
cent. 

For twenty-eight weeks ended July 14, 
sales totaled $10,477,323, against $10,601,- 
548 in the like period of last year, a de- 
crease of 1.2 per cent. 

Sales for the four wecks ended June 16 
last were 1.6 per cent under the like pe- 
riod a year earlier. 
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New Lines Fill Showrooms 


The New York Sample Rooms of American Pottery and Glass 
Manufacturers and of Importers Are Replete With 
New Lines Designed for the 1934 Fall Season 


GLADDING, McBEAN & CO. 
Additional Samples of “Franciscan” Ware 
Received by Justin Tharaud, Inc. 

Tn addition to the already imposing ar- 
ray of samples in the new “Franciscan” 
ware made by the recently inaugurated 
art department of Gladding, McBean & 
Co., Los Angeles, Calif., local representa- 
tive Justin Tharaud, Inc., 129 Fifth Ave- 
nue, has just received some other lovely 
creations to round out the line most at- 
tractively. These, too, will, of course, be 
put on display next week, along with the 
concern’s other products, at the China and 
Glass Show. 

These latest additions to the line are 
largely in dinnerware, including plates in 
all sizes from small salads up to 16-inch 
chop dish, together with platters and coy- 
ered dishes, mostly in the “El Patio” line. 
This ware is fairly heavy, yet graceful, and 
its principal beauty lies in the color treat- 
ments, which include a beautiful clear tur- 
quoise, a softly mottled tan, a mahogany 
or redwood, a navy blue, a brilliant orange 
and a bright red. In some cases these are 
left unadorned; in others they are treated 
with fanciful broken lines in the contem- 
porary mode, these lines being almost in- 
variably in the white body color. Really 
lovely set-ups could be made of this mer- 
chandise. 

Still in the Malinite body, but in the 
“Coronado” line, are some other pieces of 
tableware, notably teas, A. D.’s, medium- 
sized platters and crescent-shaped salad 
plates. ‘The soft, swirling lines which are 
characteristic of Coronado show up par- 
ticularly well in the A. D.’s, which in the 
lovely ivory glaze suggest a fine, delicate 
china cup. Altogether this new showing 
is a most impressive one so far as the 
tableware end is concerned. 

Beyond the tableware there are some 
new ornamental pieces as well. Notable 
among them is a corset-shaped vase in the 


“Cielito” line which combines modern 
simplicity with Chinese classic originals. 


MORIMURA BROS., INC. 


New Noritake Dinnerware Is Unusual on 
a Number of Counts 


Well in advance of anything they have 
done before is the new line of Noritake 
dinnerware which has just been completed 
and put on display by Morimura Bros., 
Inc., at their showrooms, 53-57 West 
Twenty-third Street. This new dinner- 
ware—which, by the way, was created by 
Merchandise Manager Charles Kaiser when 
on his recent visit to the factory in Japan, 
and was carried out by the expert de- 
signers and decorators of the Morimura 
organization—certainly reflects great credit 
both on the Morimura organization as a 
whole and on Mr. Kaiser. 

This’ new offering includes a new shape 
named tthe “Majestic” and a charming new 
idea in decorative treatments. The ‘shape 
itself shows a sharply defined embossment 
at the edge. This is rather wavy in form 
The edge itself is scalloped and fits in well 
with the embossment. The tea in this 
shape is particularly good. New in many 
of its features, it is perhaps more reminis- 
cent of the early nineteenth century Vien- 
nese Renaissance than anything else. Gen- 
erous in proportions and graceful in form, 
it is slightly footed, the foot carrying out 
the scalloped idea which is characteristic 
of all the edge treatments. 

It is in the matter of decoration, how- 
ever, that this new offering is so outstand- 
ing. The now so popular wide ivory fond 
is employed, but not in the usual manner. 
The edge is left in the pure white, which 
makes the embossment stand out in a man- 
ner that is at once vivid and charming. 
The line of demarkation between the 
ivory and the white is not a straight one, 
but is irregular, conforming to the varia- 
tions in the form of the embossment itself, 
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and the decorative treatments are so ar- 
ranged as to blot out the line between the 
ivory and the white so that it is completely 
lost. This is an added touch that makes 
for additional charm. 

The very distribution of the flowers in 
the floral treatments is also unusual, Each 
design has been carefully thought out to 
harmonize with the ensemble, and yet there 
is a wide array of different types in the 
showing, running all the way from the 
more or less conventional to the distinctly 
modern. Soft colorings are particularly 
distinctive in the decorative forms. These 
are not ordinary pastel shades, but new 
and lovely tones that are in a class by 
themselves. Then, there are quite a few 
in which gold work plays a considerable 
part. Flowers done in gold strike rather 
a new note. Despite the novelty and 
beauty of the line, it is interesting to note 
that the price is quite reasonable. Most 
of the patterns (service for twelve) can 
be retailed for $59.50 and show a nice 
profit to the dealer, 

Another new introduction by Morimura 
is that of cased glass. An interesting and. 
distinctive display is made, and it may be 
noted that the metal is of a good quality 
and the colors pleasing to the eye. There 
is an especially large showing of ash trays. 
in a wide variety of styles and sizes to 
retail from 50 cents ito $1.50. The cuttings. 
are sharp and distinctive, and the casings: 
include green, blue, ruby and amethyst. 

There is a very lovely line of vases im 
an almost endless variety of shapes to, 
sell from $1.50 to $15. Whisky and wine 
sets cased in blue or ruby will retail from, 
$5 to $10 for seven-piece sets. 

Then, there is the stemware line cased) 
in amethyst, blue and ruby. Complete: 
suites are shown in styles well calculated! 
to appeal to the fine trade. The retail 
price range here is from $10 to $18. All of 
this cased glass is in stock ready for im-. 
mediate delivery. 


EBELING & REUSS, INC. 


Much New Pottery from Czechoslovakia 
and Italy 

The careful manner in which Henry Eb-= 
eling, president of Ebeling & Reuss, Inc., 
combed the pottery and glass markets of 
Europe on his recent trip is clearly shown 
by the array of merchandise that has al- 
ready arrived in this country and been put 
on display both at Philadelphia headquar- 
ters and at the New York showrooms, in 
charge of Vice-President Robert Ebeling. 
and which are located in the Empire State 
Building, Fifth Avenue and Thirty-fourth 
Street. President Ebeling not only visited 
the well-known sources of supply but took 
to the byways as well as the highways. 
A description of some of the new things 
in glassware has already appeared in these 
columns, this article will confine itself to 
Mr. Ebeling's purchases of pottery in gen- 
eral, which includes not only staples but 
unique offerings as well. 

Outstanding among these is a line of 
“host” ware done in distinctive plaid de- 
signs. We are accustomed to hear a lot 
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The 
Morro 
Castle 


Entirely New! 


We will present the Morro Castle 
pattern in Queen Louise shape for 
the first time at the New York 
China and Glass Show. Entirely 
new, and distinguished throughout 
by a graceful casserole, matt gold 
handle and knob treatment. Em- 
bossed edge, pastel shades. Can be 


obtained on import or from stock. 


See this and other outstanding pop- 
ular priced numbers at Room 540, 
Hotel New Yorker, during the show, 
July 29—August 4, or at our show- 
room. 


HEINRICH & tigen Mat 
WINTERLING, Inc. New York 
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about hostess services, but this offering is 
essentially for men and consists of serv- 
ices for bachelor or club suppers, etc. The 
items include coffee and tea sets, sugars 
and creamers, salts and peppers, horse- 
radish and mustard pots, together with a 
12-inch cheese-and-cracker and a 16-inch 
sandwich tray. While the items are more 
or less conventional, the gay Scottish 
plaid designs—which are very unusual— 
will make the line appeal particularly to 
the masculine taste. This ware is from 
Czechoslovakia. 

Also from Czechoslovakia are some large 
cake plates with servers. These show a 
basket-weave embossment at the edge. 
They are to be had either in plain white 
or else with the centers in chintz or Dres- 
den decorations. 

Still other offerings from Czechoslovakia 
include salad sets in white earthenware. 
These carry the well-known leaf emboss- 
ment. There are several sizes of salad 
bowls with forks and spoons to match, as 
well as, of course, plates. Also in the leaf 
embossment are large trays with plates to 
match. Another form in the same type o! 
merchandise is in a sea-shell design, and 
includes large plates and bowls with nap- 
pies and individual plates to match. These 
are merely a few of the interesting things 
from Czechoslovakia that are carried in 
stock for immediate delivery. 

Italy also furnishes its quota of new 
things. Outstanding here is a line of sang 
de bouf ware. This is a particularly lovely 
color and is nicely executed in typical Ital- 
jan peasant style. It is shown in tea and 
coffee sets, salad and hostess services, and 
other short sets. Also obtainable in such 
services and of the same type of pottery 
is the “Milano” line, shown in a cream- 
colored glaze, and the “Florenzo,” shown 
in an ivory glaze. The all-covering deco- 
rations are typical of the spirit of sunny 
southern Italy, and yet possessed of an 
appeal that is world-wide. 


VANITY FAIR SET 


Attractive boudoir set in milk and ebony or ebony and milk glass on 
beveled mirror tray. Shown by Newland, Schneeloch 
& Piek, 1107 Broadway, New York. 


NEWLAND, SCHNEELOCH & PIEK 


New Form of Vanity Set Is Among the 
Season’s Offerings 

There are many new things in glassware, 
dinnerware, pottery and novelties in gen- 
eral-on display for the fall season at the 
showrooms of Newland, Schneeloch & 
Piek, 1107 Broadway, and which will also 
be shown next week at the concern’s spe- 
cial exhibit at the Housefurnishing Show 
im the Hotel Pennsylvania, New York, and 
at the Eastern Manufacturers & Import- 
ers Exhibit at the Palmer House, Chicago. 

Among these is the “Vanity Fair” line 
of three-piece vanity sets with mirror tray 
as part of the set. This 6x 12 tray is par- 
ticularly worthy of mention, being double 
thick with a %4-inch beveled edge. As may 
be seen irom the accompanying illustra- 
tion, the glassware items are very attrac- 
tively modeied. The sets are obtainable 
either in milk-colored glass with ebony 
trimming or in ebony with milk trimming. 

Then, there are some interesting offer- 
ings in tableware, consisting of tumblers, 
cocktail shakers, ice tubs, jugs, etc. All 
are at a very moderate price. These are 
shown in three distinctive decorations. 
There is the “Waldorf” line, ringed alter- 
nately with gold and matt bands and a 
narrow space between, which makes for 
the effect of a cut line. This is a distinc- 
tive little touch. Then, there is the 
“Golden Star” line, which is self-descrip- 
tive. The “Ritz” line is also banded in 
green, yellow, milk and red. All of this 
merchandise is at a very popular price. 


JOSIAH WEDGWOOD & SONS, INC., 
OF AMERICA 
“Patrician” Pattern Is Carried in Open 
Stock 

It is characteristic of Wedgwood ware 
that while in the ceramic field patterns 
come and patterns go, there are certain 
Wedgwood patterns which seem to persist 
eternally, some dating back to the famous 
Josiah Wedgwood himself. Of these, none 
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is more exquisite than the “Patrician.” In- 
spired by an ancient frieze, it was devel- 
oped at a time when the classic influence 
was strongly felt in England. The Patri- 
cian has the simplicity and dignity char- 
acteristic of the school that saw its birth, 
without, however, it conventionality. The 
embossment is in self-color of the ware 
and is in bold relief under the glaze, pro- 
ducing a charming effect in light and shade. 
It is made exclusively in Wedgwood Queens- 
ware. The rich cream color and the grace- 
ful shapes make a perfect background for 
the beauty of the pattern. This is carried 
in stock in a full line of dinnerware and 
fancy pieces by American agents Josiah 
Wedgwood & Sons, Inc., of America, 160 
Fifth Avenue. 


STANDARD GLASS MFG. CO. 
Variety of Cuttings of High-Class Nature 
at Popular Price 


Quite remarkable is the beautiful array 
of cut stemware and footed pieces now on 
display at the New York showrooms of 
the Standard Glass Manufacturing Com- 
pany, of Lancaster, Ohio. The Standard 
concern, as is generally known, is the cut- 
ting unit of the Hocking organization. The 
New York display is made at the. show- 
rooms of the Hocking Glass Sales Corpo~ 
ration, 129 Fifth Avenue, local representa- 
tive of the Hocking group. Particularly 
noteworthy are some very pleasing repro- 
ductions of “Old Waterford” and other 
English and Irish cuttings. Then, there 
are some types of a distinctly modern na-. 
ture, many of which are quite of the ad- 
vanced order. All of these are shown on 
blanks made by some of the leading pro- 
ducers of this ware in the country, and 
are of a high-grade batch and finely 
formed. 


But despite the marked beauty of these. 
offerings, they are offered at prices that 
are remarkably low, due to the well-known, 
Hocking efficiency in manufacture. 


FRANCISCAN WARE IN MALINITE 


Decorative and utilitarian articles shown in the Ceilito line in 
sparkling white and clear turquoise. Made by Gladding, 
McBean & Co., Art Department, Los Angeles, Calif. 
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BUYERS’ 
GUIDE 


Each building has a 
number—firms in such 
building have the cor- 
responding number — 
which gives exact lo- 
cation of any firm at 
a glance. 


| IMPORTERS 


\ ASSOCIATED CERAMICS, INC. HEINRICH & WINTERLING 
“ 6 Schumann China—Glassware. y 46 Dinnerware from Heinrich & Co.. Selb. Fancy 
14 W. 23rd St. china from Winterling. 49-51 W. 23rd St. 


Royal Cauldron and Coalport China and ge ; Dineen 
E'ware, Royal Crown Derby China, Woods Gpeelo GUNS Sie Cee OE aad 
Dinner and Hotel Ware, Gibson ‘Teapots. PEPE See clock, bid Tuer. 


49 EDWARD BOOTE __ 35-37 W. 23rd St y, 9 KOSCHERAK BROS. _ 129 Fifth Ave. 


= 


‘37 


UF 


CONTINENTAL CERAMICS CORP. HERMAN C. KUPPER, INC. 
43 Beprecn tek F, Thomas-Marktredwitz and 2 Ahrenfeldt Limoges China, Earthenware, 
. P, M., Waldenburg. 149 Fifth Ave. Pottery, Art Novelties. 39-41 W. 23rd St. 


English China and Earthenware. George 
Jones & Sons, Ltd.; Newport Pottery; 
A. J. Wilkinson, Ltd, 


5 PERCY N. LEYLAND, INC. 


Copeland-Spode China and Earthenware a 


. COPELAND & THOMPSON, INC. ~ 
5] a 
White China Table Decorations. 


206 Fifth Ave. ; AShland 4-2975. 139 Fifth Ave.; ALgonquin 4-5799. 

\ JOHN ARTHUR DAVISON \ MADDOCK & MILLER 
> "Adderleys, China & Earthenware; Stevens Maddock’s Hotel Ware. Royal Worcester 
& Williams, English Rock Crystal; Wins" China. Crown Ducal. Old Hall Tvory 
kle’s, Pheasant 7085. Ware. 129-131 Fifth Ave. 


160 Fifth Ave. ; Phone WAtkins 9-3826, 


1 MOGI, MOMONO! & CO. 
9] FISK, MARKS & ROSENFELD, Oy 6 Ppieans sel Gocrts CH Ses estelan ACE, 


Successors to Lazarus & Rosenfeld, Inc. 
Importers of China, Glass and Gift Ware 
147 Fifth Ave. 


ware and Fancy China; Japanese Goods. 


45 MORIMURA BROS. Noritake dinner- 
53, 55, 57 W. 23rd St. 


Doulton China and Earthenware; Grindley 
‘ Dinnerware; Irish Belleek; Thos. Webb 
Crystal. 104 Fifth Ave. 


OTTO GOETZ, INC. 122 Fifth Ave. ; 
15 German China Fancy ,Goods, Bohemian 531 ROSENTHAL CHINA CORP. 


i Bi ‘ies. 
Glassware, Beer Steins, Bisque Novelties. Representing Rosenthal, Selb, Ploesberg 
and Kronach. ‘ 149 Fifth Ave. 


64 A. J. FONDEVILLE & CO. 
reper a a ee ance > 3 WM. S. PITCAIRN CORP. 


: HARUTA & CO. 141 Fifth Ave. 
| 7] Japanese Chinaware, Baskets, Novelties and A] ROW Ne MARSELLUS CO. 
of ove SteCE ene uERCE 4 ware Breakfast Sets. 141 Fifth Ave. 


French China. Maddock’s (English) Earth- Tirschenreuth, Lorenz Hutschenreuther, Paul 
enware. Booth’s Ltd. Dinnerware. Teapot: Mueller Dinnerware, Old Abbey Dinner- 
26 W. 23rd St. ware, Rona & Verra Crystal Tableware. 


39 THEODORE HAVILAND & CO. \ 14 PAUIA.STRAUB &CO. 105 Sth Ave. 
P) 
f a 


Copyright, 1921, The ( 
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| IMPORTERS | | cra AND GLASS DECORATING | 


EDMONDSON WARRIN, INC. 
1 Service Plates, Non-Tarnish Silver Deposit, 
» MN i 5 4. e it. 
Japanese China, Lamps and Bric-a-Brac. Bererage cere Matching 


| TAIYO TRADING CO., INC. 
= 119 Fifth Ave. 


75 ees 


JUSTIN THARAUD DOMESTIC POTTERY 
] ] ‘Agent for L. Bernardaud & Co., Myott, Son 
& Co., Porzellanfabrik Tettau A. G. 
129 Fifth Ave. Phone ALgonquin 4-3132 % BELMAR POTTERY CO. 
/ HH] 1107 Broadway; CHelsea 3-3600. 
Cooking Ware, Bowls and Teapots. 
5-H. VENON, Inc. Kosta & Vebo Swedish Dumore Sales Co., Representative. 
4 Crystal; Riihimaki & Karhula Finland Crys- 


tal; Swedish & Finland China and Pottery. 
104 Sth Ave.; TOmpkins Square 6-4396. ) 55 BUCKEYE POTTERY CO. 


1107 Broadway; CHelsea 3-3600. | 
Plain & Decorated Kitchen & Pantry Ware. 


) K. L. WEDGWOOD 160 Fifth Ave. Dumore Sales Co., Representative. 
3 Josiah Wedgwood & Sons, Ltd., China. 


Vitrified Hotel China, Sendar Co,, agents, 
10 W. 23rd St. STuyvesant 9-2097. 


CANONSBURG POTTERY CO. 
| DOMESTIC GLASSWARE 735 sealant Gceegeleaces "Wansle tion Caio: 
nial,” “Granada,” “Spartan” 


>35 CARR CHINA CO. Grafton, W. Va, 


Dinnerware, 
E. W. Hammond, 10 W. 23rd St. 


V 51 BRYCE BROTHERS COMPANY | 


J. Duncan Dithridge and Harry C. Small- 


Exclusive Semi-Porcelain Dinnerware, 
wood, 200 Fifth Ave.; Phone GR,-5-1166. 


Lead Blown Glassware in Crystal and Colors. 20 CROOKSVILLE CHINA CO. 
John L, Pasmantier & Sons, 5 W, 20th St. 


: “Briar Rose,” “Heirloom” Underglaze 
Fine Table Giserate abaPy, Manager, Dinnerware. Harry G. Heckman, Rep., 


> 1 FOSTORIA GLASS CO. 200 Fifth Ave | 55 SALEM CHINA CO. “New Yorker,” 
yp 1107 Broadway. Tel. CHelsea 2-8848, 


| 
A.H.HEISEY &CO. Fifth Ave. Bldg. \ 1 SCAMMELL CHINA CO. 


Lamberton ahd ‘Trenton China, 
Fine Blown and Pressed Tableware. ‘ 
»4§ BA feracl PPLE Re 70 E, 45th St. J. T. Sullivan, Rep. 


\ UHL POTTERY CO. | 
mY.) 


1107 Broadway; CHelsea 3-3600. | 
yy] HOCKING GLASS SALES CORP. Garden Pottery, Stein Sets, Stone Crocks. 


Hocking, Lancaster, Standard Glass Co.’s. Dumore Sales Co., Representative, 
129 Sth Ave. Geo. E. Nicholson, Gen, Mgr. 


S. A. WELLER CO. Fifth Ave. Bldg. 
5] Art Wares Garden Pottery and Cooking 
\ THE LIBBEY GLASS MFG. Co. A pea ear) 
- 60 E. 42nd Street, The Lincoln Building. 


T. B. Walker, Eastern Sales Manager. 
| FANCY GOODS AND NOVELTIES | 


/ 


\ NEW MARTINSVILLE GLASS [ GEORGE C. KINDT & CO., INC. 
2 MFG. CO. Pressed and Blown Tableware. | M) Manufacturers and Factors. Pioneers in 
Fredk. Skelton, 200 5th Ave., Local Rep. Items for “Dollar Day Sales.” 
200 Fifth Ave! 


Gorman Publishing Co. 
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WE DO OUR PART 


Clearances and Special Sales Hold Retail 
Trade to Fairly Satisfactory Level 


Summer clearances and special promo- 
tions held retail trade to a fairly satisfac- 
tory level in the week, although comparison 
figures with a year ago are now beginning 
to become unfavorable. Low-end furniture 
seemed most active in the sales that have 
now been launched. 

Department store sales in this area for 
the first half of the month were reported 
upon during the week by the Federal Re- 
serve Bank here and showed a gain of 
4 per cent over those for the correspond- 
ing period last year. This was with liquor 
sales included. Without such transactions 
the gain was 1.8 per cent. These increases 
fell somewhat below expectations. 


Not only have the stores to contend with 
the spurt in sales which took place from 
this point last year but they are also faced 
with a rather steady decline in prices. The 
Fairchild index for the third consecutive 
month showed that retail prices were low- 
er, the July 1 number falling five-tenths of 
1 per cent under the June 1 index. 

Trading activity in the wholesale mer- 
chandise markets gained in volume. Re- 
ordering of certain summer goods gave 
indication of a healthy stock condition. 
Cotton lines of all kinds were quite active 
as prices firmed and gave signs of moving 
higher, due to the rise in the staple. 

Strikes dominated the business scene in 
the week, and, though the San Francisco 
general walk-out terminated in short order, 
developments in other centers continued 
critical. Drought news also reassumed im- 
portance. Attacks upon various features of 
the NRA grew more numerous. 

A smoothing out rather than an actual 
slackening in basic industrial activities is 
the picture presented in business. The 
holiday dip this year was pronounced, but 
largely by reason of the abrupt drop in 
steel operations, which were subject for the 
first time to certain code influences. 

A small upturn is now observed in the 
revised index. The chief contributing fac- 
tor was renewed expansion in the automo- 
bile industry. This, in turn, could be put 
down to an unusual maintenance of retail 
sales volume arising out of reduced prices 
and larger promotion effort. 

As forecast by the New York State fig- 
ures, employment and payrolls in the United 
States disclosed the first decline last month 
in manufacturing and non-manufacturing 
industries since January. In the last fifteen 
years, however, the month showed de- 
creases eight times and the rises were small 
with the single exception of last year. 

Commodity price movements of the week 
were mixed, but on the downward side. 
Nevertheless, the trend continues toward a 
moving up of farm product prices even as 
the all-commodity list declines, an adjust- 
ment which should bring about a mutch 
healthier relationship for business. 


Fighting Others’ Battles Doesn’t Appeal 
to San Franciscans 


Collapse of the general strike in San 
Francisco was expected. The inconve- 
niences placed upon the entire community 
and the threat to civil order guaranteed 
that, as in the past. However, the trouble 
there which has ended but which is threat- 
ened elsewhere makes it plain that the 
country should have safeguards against re- 
actionary employer groups as well as 
against radical labor elements. Both are 
very bad for business. 

If arbitration is to be turned down by 
those who are out to destroy all labor 
organizations, and police and military power 
placed at their disposal to carry out their 
anti-social purposes, then the great major- 
ity of business as well as civic interests 
require a means of enforcing a reasonable 
attitude and a less costly experience for 
all concerned. 
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For these reasons it would appear to be 
a good step to have in each community a 
committee drawn from various classes and 
not identified with what are ordinarily the 
warring elements. Such a committee could 
at once define the issues of threatened labor 
trouble and make clear to the community 
and the country at large the real reasons 
for the clash. More especially it could de- 
clare where the parties refused to accept 
arbitration. 

Perhaps when trade interests and the 
more liberal business representatives have 
counted up the costs to themselves in such 
warfare they may be disposed to adopt 
some such plan. After all, there seems to 
be no good reason for losing a lot of money 
just so some small, willful group may add 
to their profits. 


A Restoration of Business Confidence 

The course of business over the past few 
months has been disappointing in many 
respects, in view of the almost frantic ef- 
forts that have been made by the Admin- 
istration to stimulate further recovery. 
Considering the very heavy rate of Govern- 
ment spending for relief and public works, 
and the rapid accumulation of additional 
idle funds going on in the banks as a 
result of Treasury policies, the actual pre- 
vailing level of industrial and trade activ- 
ity is anything but impressive. It is true 
that the current decline in many lines is 
not much more than seasonal in character, 
and that many expect a material revival 
this fall. But the results achieved are not 
proportionate to the efforts that have been 
put forth. 

Various reasons are assigned to explain 
the disappointing level of business activ- 
ity in current discussions of the subject. 
Some assign it to the threat of indefinite 
future issues of Government bonds to 
cover recurrent Federal deficits, which 
discourage private enterprise and financ- 
ing. Others advance the remaining uncer- 
tainty as to currency stability as the cause. 
In still other quarters, the vacillating at- 
titude of Washington bureaus endowed 
with large powers over business under the 
NRA and other recent legislation is held 
the basic hampering factor, and the ka- 
feidoscopic shifts in such basic matters as 
price control policies have doubtless been 
a serious ‘hazard to future planning in a 
number of lines. 

President Colby M. Chester of the Gen- 
eral Foods Corporation the other day for- 
mally and squarely ascribed the prevailing 
apathy to expansion and improvement 
plans among industrial leaders to fears of 
new legislation and administrative meas- 
ures in Washington. Mr. Chester urged 
a return to a reliance upon profits, and the- 
incentive they give to expansion and’ 
greater activity, as the generating force 
in business recovery. Various spokesmen 
of the Administration, including on some- 
occasions President Roosevelt himself, 
have expressed dubiety as to the absolute- 
necessity of substantial profits as a pre-- 
requisite to lasting recovery. Mr. Chester - 
calls for a change in this attitude. 
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The specific proposal he advances is that 
the Government issue a statement to re- 
assure business men that attacks by more 
radical elements would not be tolerated. 
He cited specifically the proposed amend- 
ments to the Agricultural Adjustment Act 
which the last Congress failed, after a 
struggle, to enact into law, as a sample of 
the kind of regimentation that business 
fears. Monetary uncertainty and the Fed- 
eral budget deficit are two other influences 
of the same paralyzing effect. 

Such a statement of policy as Mr. Ches- 
‘ter advocates, comments the New York 
Journal of Commerce, would, to have any 
value whatosever, have to be backed up 
by specific measures designed to reassure 
the business community as to the Admin- 
istration’s intentions, both in connection 
with the application of existing legislation 
and the guidance of new proposals through 
Congress. In particular, such a statement, 
to be significant, would have to state defi- 
nitely the realization of the Administra- 
tion that our economic system requires the 
full recognition of the central role of prof- 
its as a motivating influence. 

Those who recall the futile reliance upon 
official “psychological” statements during 
the Hoover Administration may express 
skepticism as to the value of such an Ad- 
ministration pronouncement at this time. 
However, on the present occasion such a 
statement, provided it were followed up 
by concrete measures to make it effective, 
might well prove to be a real force in re- 
leasing the pent-up energies, industrial and 
financial, which are accumulating, largely 
unused, within our business structure at 
the present time. 


Impairing Public Confidence 

Besides labor warfare, there is, the war- 
fare upon business confidence which is gen- 
erated by political aspirants and which is 
both disturbing and costly to the country. 

A correspondent submits an advertise- 
ment run by the Union Store of Saginaw, 
Mich., to illustrate the point that reck- 
less and destructive political statements 
impair public confidence and that retailers 
should protest such tactics. 

This advertisement was addressed to the 
business men of Saginaw as a protest 
“against that type of political thunder now 
rolling in from the Right—and likely to 
grow louder and more ominous from now 
do Election Day. 

“This political thunder,” the statement 
continues, “is based on the assertion that 
‘business lacks confidence.’ . . . Then, as 
though to make uncertainty doubly sure, 
the warning is sounded again and again 
that the New Deal is leading us from 
Americanism to ‘socialism’ or worse.” 

After restating the many dire predic- 
tions made since 1932, the advertisement 
adds: 

“Saginaw has come back a long way 
since March of 1933. It looks like the 
American way to us, with no more signs 
of socialism about it than the Saginaw 
Building Code or the Michigan Maximum 
Hours Law for women. Why should busi- 
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ness men permit this recovery to be men- 
aced again by another ‘grass in the streets’ 
campaign of fear, this time under the jit- 
tery title of ‘Socialism is coming’? 

“lf the country can be made sufficiently 
nervous and if confidence can be destroyed 
between now and November, maybe that 
will be ‘good politics’ ...Is it good 
business?” 


Attacks on NRA Become More Numerous 


Attacks upon the NRA have become 
more numerous, but they divide up as a 
rule into three groups. The largest is 
probably combating the labor provisions, 
a second and growing division is revolting 
against arbitrary price-fixing devices of 
one kind or another, and a third comprises 
those individualists who are aganst the 
whole plan and refuse to be “regimented.” 

Upon the matter of labor, the NRA may 
blame its own weak and vacillating policies 
for the trouble it is having. The basic 
policy of establishing wage minima and 
hour limts was correctly aimed at restor- 
ing purchasing power. Sanction given to 
collective bargaining was necessary to pre- 
vent all wages from tending toward the 
lowest rates and pulling down the averages 
so that purchasing power would fall rather 
than rise. But definite labor organization 
principles shouid have been drawn up and 
enforced for the protection of workers as 
well as to prevent union domination. 

In the revolt against price-fixing there 
is everything to be said for those who are 
faithfully carrying out labor provisions 
and want to reduce quotations so that they 
may do more business. Such concerns are 
being forced to share their market with 
others that are inefficient and continue in 
operation only because of an arbitrary 
price system. 

For those others who, like a jeweler here, 
refuse all part in the recovery plan, little 
can be said. They benefit through the 
measures adopted but refuse to give up 
the small price of co-operation. If they 
can honestly say that in March, 1933, all 
was well’ with them and with the country, 
then they have a right to their course. 
Otherwise, they ought to be a little 
ashamed, 


Fall Buying Trend Called Favorable 

While fall purchasing of housefurnish- 
ings since the start of July is considerably 
below last year’s inflationary activity, the 
volume is fairly substantial and presages 
a much healthier market situation, ac- 
cording to opinions expressed here by lead- 
ing executives. 

Although some manufacturers would 
probably like to see more business coming 
in, gratification is fairly general over the 
conservative attitude of retailers. Resi- 
dent buyers and manufacturers visualize 
the bulk of the business starting in Sep- 
{ember and rising to a peak in October 
and November. They compare this al- 
most certain development, as based on cur- 
rent indications, with conditions last year, 
which witnessed heavy early buying and 
an abrupt cessation of business later. 
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NRA Formulating Unified Code Policy 


‘Lurning toward a unified policy pro- 
gram, the NRA announced recently “an 
application of general policy” to codes al- 
ready in effect and to those now pending. 

The announcement outlining the program 
stated the NRA is endeavoring, in the light 
of its experience, to formulate general poli- 
cies so that interested parties and the or- 
ganization itself may know and work to- 
ward definite NRA aims. 

This first step in shaping a unified pol- 
icy on problems facing industry under 
codes, officials pointed out, is taken as an 
aid toward simplifying the relationship of 
NRA to industry in carrying out the gen- 
eral policies of the Industrial Recovery 
Act. 

Officials stressed the fact that develop- 
ment of a unified policy program will not 
affect codes already approved so long as 
they are functioning without difficulty. But 
changes will be made, however, where 
study reveals that any code provision is 
proving troublesome or is not in harmony 
with the purposes of the NRA Act. Fur- 
ther, whenever desired by industry or 
whenever the occasion is appropriate, 
changes in existing code provisions will 
be made, 

It will be the duty of the division of 
research and planning and the deputy ad- 
ministrators to observe the operations of 
coded industry, the policy program points 
out. 

As to codes that are now pending before 
NRA, if they are in final form and have 
been assented to by the industry before 
the date of announcement of a general 
policy, such codes, if otherwise acceptable, 
will ke approved. However, provisions 
which may be flatly inconsistent with es- 
sentials of such general policy will be 
stayed, to the extent of such inconsistency, 
until the industry shows why such por- 
tions should not be permanently stayed 
or made to conform in substance with such 
policy. 

Officials pointed out that the experience 
of the last thirteen months has developed 
certain rules which are designed to give 
the best results to the greatest number in 
any industry. Application of these rules 
or policies comprises practical problems 
and not arbitrary demands. Such action 
is contemplated in line with the theory 
that industry shall help itself, and it does 
not intend to unsettle a satisfactory situa- 
tion for the arbitrary purpose of bringing 
an industry’s code into line with a rigid 
policy 

Deputy administrators and the division 
of research and planning will keep close 
watch on the administrative workings of 
code provisions. An unaccounted-for num- 
ber of complaints from any group in in- 
dustry, protests from labor, small busi- 
nesses or consumers, will cause immediate 
investigation by the NRA to the end that 
the abuse may be corrected. 


The Administration’s announcement was 
styled a forerunner of other announce- 
ments in revealing step by step its general 
policy. 


Cross-StitcH 
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CELESTIAL 


REFLECTION 


THE W. S. GEORGE POTTERY COMPANY 
New York: 39-41 West 23rd St. Chicago: Merchandise Mart 
Pacific Coast: M. Seller Company 
Mid West: Carsor Crockery Co., Denver, Colo. 
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more intriguing than those of china 

and glassware. There is nothing 

particularly romantic about a pants- 
maker bending over his machine and 
chopping out garments at a rapid rate. 
But it is truly thrilling to watch an iron- 
lunged blower dexterously forming a vase, 
bowl or even a tumbler at the end of his 
blowpipe; to note a jiggerman with metic- 
ulous care forming a plate or dish, or ‘even 
a dexterous liner spinning his wheel at 
high speed and applying a brush with color 
or gold. And the best of it all is that these 
fascinating processes can be described in 
a comparatively few words in such a man- 
ner as to compel attention and aid mate- 
rially in selling the merchandise. 

These thoughts are called to mind by a 
recent advertisement of Abraham & Straus 
regarding sterling silver deposit glassware 
which, according to the ad, was obtained 
“from a famous old-line craftsman . 
We watched him stencil the lovely lacy 
design on the fine clear glassware, paint 
the rims by hand and bake that sterling 
silver onto the glassware.” Only a brief 
description, but truly a most interesting 
one and a nice introduction to the re- 
mainder of the ad, which had to do with 
selling really beautiful sterling silver de- 
posit glassware. The ad, incidentally, was 
profusely illustrated. 

Women like to read such things, and 
think much more of the product as a re- 
sult. Even the description of machine- 
made glassware can be made most inter- 
esting. In telling the “why” a very attrac- 
tive looking product can be sold at a price 
that seems ridiculously cheap, a little in- 
troductory paragraph could tell of the 
manufacture, unaided by human hands, 
from the time the batch was shoveled into 
the truck at one end until the finished 
product was taken out of the lehr to be 
passed on by selector girls, the imperfect 


Tee are few forms of manufacture 


ing Craftsmanship 


Descriptions of the Processes of Manufacture and Decorating 
of China and Glassware Can Be Told Briefly and Interest- 
ingly in Advertising Promoting Such Merchandise 


pieces discarded with the cullet, to be re- 
melted again, and the perfect pieces packed 
in cartons, with, in the interim, the opera- 
tion of the almost human-like machine 
with its nice adjustments. The work of 
the glass presser who knows just how to 
pull his lever so as to get more perfect 
distribution in the mold of the molten 
glass can also be enlarged upon and made 
a most interesting story. The making of 
a china plate from its genesus in the clay 
shop; its handling by the modeler or jig- 
german; a general description of the slip- 
house work; the stacking in the saggers; 
the placing of the saggers in the kiln; the 
subjection of intense heat; the finished 
biscuit; the dipping to glaze; the second 
firing, and finally the decorating. These 
are but a few of the processes that might 
be most interestingly described, and the 
space so used would certainly create 
enough interest as to well pay for itself. 


New York Stores Found Better Collections 
in June 


Retail collections increased 3.28 per cent 
in June, according to the twenty key store 
index of the Credit Bureau of Greater New 
York, Inc., marking the fourteenth con- 
secutive monthly gain, A. B. Buckeridge, 
executive manager of the bureau, revealed. 
The steady increases in collection figures, 
which has been unbroken since May of last 
year, is a tangible sign of better business 
conditions, he said. 

Collections for the year to date, accord- 
ing to the index, show an average gain of 
4.35 per cent, the comparative averages be- 
ing 47.03 for the first half of 1934, as 
against 42.68 for the same period of 1933. 

The June average was 47.60, as compared 
with 44.32 in the same month of last year. 
The highest percentage for June was re- 
ported as 62.20, with the same store show- 
ing the highest percentage a year ago that 
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month, with 55.90, making for an increase 
of 6.30 per cent. 

The lowest report for June was 29.30, 
as compared with 27.38 for June of 1933, 
an increase of 1.92 per cent. 

Nineteen of the twenty stores showed 
increases during the month, varying from 
0.56 to as high as 6.30 and 9.46 per cent. 
The only decrease was reported as 1.44 
per cent. 

The highest figure reported for the first 
six months was 56.90, as against 53.80 last 
year, an increase of 3.10 per cent. The 
lowest average for the first half of the year 
was 34.46, as against 30.31 las year, an 
improvement of 4.15 per cent. 

Eighteen of the twenty stores reported 
their averages for the six months’ period, 
showing percentage increases as follows: 
1.10, 2.16, 2.40, 2.50, 2.81, 3.10, 3.30, 375, 
4.15, 4.20, 4.80, 5.19, 5.50, 5.90, 6.80, 7.20 
and 10.20. 


Weiler to Launch New Retailing Plan 


The S. A. Weller Company, of Zanes- 
ville, Ohio, for over sixty years recognized 
as a leader in its particular field of ceramic 
manufacture, has just developed a new 
service sales plan to aid in the rapid sale 
of Weller pottery. This will first be ex- 
plained at the Weller exhibit at the House- 
furnishings Show at the Hotel Pennsyl- 
vania, New York, during the week of 
July 30. The plan has been tested and 
proved of genuine value to retailers, and 
is a result, incidentally, of long: research. 

Weller pottery will be shown in the fol- 
lowing classifications: Weller Art Ceram- 
ics, Weller Individual Art, Weller Deco- 
rated Art, Anart American, Weller Model 
Art, Weller Art Novelty, Weller Miniature 
Art, and Weller Garden Pottery, Lee 
Hanse and Henry Schutt, of the local staff, 
will be in charge of the exhibit and the 
factory, with service plan represented by 
Irvin H. Smith, president, and Paul M. 
Phillips, vice-president. 


St. Louis Sees Favorable Fall Outlook 


Wholesale houses in St. Louis report slow 
conditions due to the drought and the sea- 
sonal lull, but are confident of a good busi- 
ness this fall. 

Several banks are being liquidated and 
credit is reported slightly easier. Clearings, 
while ahead of last year, are not making 
as marked gains as in former periods. The 
same is true of checks drawn on individual 
amounts which have recently fallen be- 
hind last year. 

Car loadings are behind last year and 
from present indications railroad earnings 
will not be satisfactory. 

The shoe industry is on a fair operating 
schedule, but other industries are on the 
smallest possible basis and the general in- 
dustrial situation is decidedly slow. 

Strikes throughout the district, with code 
adjustments, have confused the employ- 
ment situation, but it is stated that un- 
employment has increased, though not to 
an alarming extent. 

Prices of lead and zinc continue steady 


24 THE POTTERY, GLASS & BRASS SALESMAN Jury 26, 1934 


Here is an unusual value in Stemware and Footed Tumblers. Lead blown, hand cut, hand polished. 
Similar merchandise retailed for $18.00 a dozen. There items can be retailed profitably for 49 cents. 
This line is made in all sizes of stemware and footed pieces. 


STANDARD GLASS MANUFACTURING CO. 
129 FIFTH AVENUE, NEW YORK 


Josiah Wedgmond & Song, Jur. 


OF AMERICA 
160 FIFTH AVENUE, NEW YORK (Northwest corner of 2ist Street) 


Jury 26, 1934 
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Buying Business Appliances 


A Business Man Should Not Buy Business Machines on Install- 
ments, Except as a Last Resort—Although Very Convenient 
Method, the Installment Contract Is Most Oppressive 


OMETHING about buying business ap- 
pliances on installments : 


Denver, Colo. 

We are desirous of buying an 
for our store. It runs into some money 
and we do not wish to pay cash. The 
firm we have been negotiating with 
states that almost no one pays cash 
for these machines and we are there- 
fore considering purchasing on install- 
ment payments. We were about ready 
to do this when they presented a con- 
tract for us to sign which we could not 
make head or tail of, and we asked our 
attorney to advise us and he pointed 
out quite a few clauses which we and 
he thought were very harsh. If we de- 
faulted in even one payment, though we 
have no idea of doing so, the company 
can do a lot of things which we would 
not like to have done, especially after 
we had paid quite a large part of the 
price. 

You have probably had quite an ex- 
perience with these installment con- 
tracts. Is there any way we can guard 
against this oppressive installment con- 
tract? We wish to buy the apparatus, 
but do not want to put a rope around 
our necks for a whole twelve-month. 
We have asked the Co., 
manufacturers of the machine, if they 
would not sell us in a different way, 
but they say they have only two meth- 
ods, full payment within thirty days, 
or the contract they want us to sign. 

R. Co. 


In my opinion the typical installment con- 
tract is the most oppressive I have ever 
seen. The second most oppressive is the 
ordinary lease between landlord and tenant. 
Both forms of contract tie the buyer or 
tenant hand and foot, give all the advan- 
tages to the seller or landlord, and—in case 
of default—leave the buyer or tenant liable 
to be hit from several angles and hit hard. 


The installment contract is, of course, 
much less oppressive to the buyer who goes 
through with his payments. The only hard- 
ship he suffers is the fact that under most, 
though not all, of these contracts he pays 
far too much for his accommodation. As I 
think I have said before, the average in- 
stallment buyer does not know—and usual- 
ly is not told—the difference between the 
cash price and the installment price. If he 
did he would be amazed. 

It is now a violation of the code to sell a 
buyer anything on installments without tell- 
ing him the cash price. 

This correspondent will not be able to 
get any installment seller, that is, any of 
the larger ones, to modify their contracts. 
They are too well satisfied with them as 
they are. Therefore he will have to take 
the contract as it is, or pay cash. 

T have always advised clients faced with 
this situation to borrow the money if they 
can and pay cash. The 6 per cent they will 
pay on the loan will be much less—some- 
times not over a third—of what it will cost 
them to buy on installments under the usual 
contract. And they can make to whoever 
lent the money the same payments they 
would have made to the installment seller, 
thus steadily reducing the loan and the 
amount of interest. Almost any business 
man of standing can do this, especially if 
he will explain to his bank exactly why he 
is doing it. 

Only the other day a client of mine 
avoided installment contracts on quite a 
remodeling operation by borrowing money 
on his life insurance. He pays only 6 per 
cent interest and will have the loan paid 
off in about the same time it would have 
taken him to clear the installment deal 
had he handled it that way. With far less 
expense and with none of the harsh and 
oppressive possibilities the installment con- 
tracts would have involved. 

Buying on installments is an extremely 
convenient and entirely practical method of 
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buying what you might hesitate to buy 
for cash. But it is always the most costly 
and hazardous way, and if I were a busi- 
ness man I should use it only as a last 
resort. 


(Copyright, 1934, by Elton J. Buckley) 


(Legal Editor’s Note.—Questions on any cir- 
cumstances that may arise, addressed to me by 
subscribers, will be answered privately without 


charge and later used as the subjects of articles 
for the general information of “Salesman” readers, 


names to be omitted.—E, J. B.] 


Kansas City Appliance Sale Goes 
Over Big 


The co-operative advertising campaign— 
and co-operation in numerous incidental 
phases of merchandising—in which the 
Kansas City, Kans., appliance dealers have 
the strong financial and “moral” support 
of the municipal power and light plant com- 
mission, is credited with much of the dis- 
tinct gain in sales of appliances this sum- 
mer. Most striking of the increases is the 
connection during June, 1934, of more elec- 
tric ranges than were connected up dur- 
ing the whole of 1933. Many of these 
ranges have been sold by appliance dealers, 
including furniture stores. 

Indicating the expected volume of elec- 
tric range business and the force of the 
co-operative campaign, one of the large 
manufacturers of ranges held a conference 
with his several Kansas City, Kans., retail 
distributors recently, preparing for a more 
intensive and consistent effort on ranges— 
which tend tobe neglected by retailers and 
salesmen in favor of more easily sold 
washers, etc. 

One large furniture retailer who is co- 
operating fully in this campaign does not 
handle electric ranges, but reports results 
of money and effort satisfactory. He said 
that he is, temporarily at least, withhold- 
ing from ranges because they require an 
outside sales force; while he is confining 
sales efforts to the store, on refrigerators, 
washers, sweepers, etc. 

Increased use of electrical energy in 
Kansas City, Kans., partly due to added 
appliance load, is indicated in the fact that 
the municipal plant output of current in 
June was more than twice that for June, 
1933. 


San Francisco Business Back to Normal 

Business was back to normal in the San 
Francisco Bay region at the end of last 
week following the general strike of prac- 
tically all groups of labor which paralyzed 
trade for a few days. 

But comparing June with May of this 
year there was an increase of 1.1 per cent 
in employees and small decreases in weekly 
payrolls and earnings. 

Business in the East Bay district last 
month was reported as showing a solid 
gain, with increases announced in building 
permits, automobile sales and commercial 
banking. 
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If you want to see the larg- 
est and best line of China 
and Glassware come to 


lo5-lo7 FIFTH AVE. 


NEW YORK CITY 


We will not make a display 
at the New York China & 
Glass Show. Everything we 
show is in stock and can be 
shipped at once. 


Come and see this wonder- 
ful assortment displayed as 
only our facilities make this 
possible. 


We will, however, show a repre- 
sentative line at the 
EASTERN 
MANUFACTURERS 
AND IMPORTERS 
EXHIBIT 


ROOM 894, PALMER HOUSE 
CHICAGO, ILL: 
JULY 30 TO AUGUST 10 


Our Mr. Schreiber and Mr. Steuber 


will extend a hearty welcome. 


INCORPORATED 
105-107 Fifth Ave., at |8th St. 
NEW YORK 


Jury 26, 1934 


Paul A. Straub & Co. 


2, =e 


3211. LEAFLET—MYOTT SON & CO., Staffordshire 


JUSTIN THARAUD, Inc. 


129 FIFTH AVENUE, NEW YORK CITY 


See Our Display, New York China and Glass Show, Room 502, 
Hotel New Yorker, July 30-August 4 


4811. ORCHID—ROYAL BAYREUTH 


Large selection of open stock decorations 
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Hensleigh C. Wedgwood, of Josiah 
Wedgwood & Sons, Inc., of America, left 
last Friday for his vacation which he and 
Mrs. Wedgwood will spend at Sargentville, 
Me., where Mrs. Wedgwood’s family has a 
summer place. Sargentville is located some 
30 miles from Bar Harbor, andsthe Wedg- 
woods expect to spend the next few weel 
sailing, a sport of which they are both 
fond. 


Fred C. Herbeck has just rejoined the 
staff of the concern now known as New- 
land, Schneeloch & Piek, with which he 
was connected up to the time he resigned 
somewhat over a year ago to take over 
the management of the New York office 
of the Limoges China Company. Mr. 
Herbeck will leave the end of the week 
for Chicago with Herbert Piek to take 
charge of the concern’s exhibit at the East- 
ern Manufacturers and Importers Exhibit. 


Miss Minnie Walters, general manager 
of the Horace C. Gray Company, is spend- 
ing her vacation at Cape Cod, Mass. She 
is expected home the end of the month. 

Alfred G. Reiners, president of Heinrich 
& Winterling, arrived home Monday on 
the Europa after his European trip. Mr. 
Reiners returned home a little earlier than 
he expected in order to be here prior to 
the opening of the China and Glass Show 
in which his concern has an exhibit. 


At a recent meeting of the Board of 
Management of the Pottery, Glass & Brass 
Salesmen’s Association, Robert W. Birch, 
china and glassware buyer for L. Bam- 
berger & Co., Newark, N. J., and Alfred J. 
Dreitzer, president of Pitman & Dreitzer, 
were elected to membership in the asso- 
ciation. Charles B. Rosengren, manager 
of the New York China and Glass Show, 
was elected to associate membership. 

Earl W. Newton, of Earl L. Newton & 
Assoc., of Chicago and president of the 
Imperial Glass Corporation, of Bellaire, 
Ohio, spent the week-end in the city con- 
ferring with the executives of Newland, 
Schneeloch & Piek, who represent the fac- 
tory in this territory. 

Fred Shultz, buyer for the White House, 
San Francisco, Calif., has been in the city 
for several days and will remain here until 
the middle of next week making purchases 
for his department. Mr. Shultz is the first 
Pacific Coast buyer to arrive here this 
season. 

The Bernardini Statuary Company, Inc., 


of 55 Barclay Street, has been forced into 
involuntary bankruptcy. W. Randolph 
Montgomery has been appointed receiver. 
The concern has been well known in the 
trade for many years as a manufacturer of 
statuary busts. 

David L. Pasmantier, of John L. Pas- 
mantier & Sons, is spending his vacation 
with his family motoring through New 
England. 

Lee A. Hanse, local representative of 
the S. A. Weller Company and the Lotus 
Glass Company, is the proud father of a 
young daughter who arrived at the Medi- 
cal Art Sanitarium on Tuesday evening. 
Mother and baby are reported as doing 
nicely. 


Theodore Haviland to Show Quimper 
Ware in This Country 


Announcement has just been made by 
Theodore Haviland & Co. that they are 
about to display at the showrooms, 26 West 
Twenty-third Street, a complete showing 
of French Quimper ware from the Grande 
Maison factory. Quimper ware is one of 
the oldest ceramic products of Europe, the 
Grand Maison factory having been estab- 
lished in 1420. The merchandise is world- 
famous for its unique character and charm 
which reflects so perfectly of the simple 
nature of ‘the peasant folk who have made 
this ware for centuries. On display at the 
Haviland showrooms will be an array of 
dinnerware, bowls, vases, jugs and other 
items of utilitarian nature, together with 
figures and other purely ornamental pieces. 


Pierce Re-elected President of Pairpoint 
Corporation on Death of Fish 


Andrew J. Pierce, formerly president of 
the Pairpoint Corporation, New Bedford, 
Mass., has been re-elected president, and 
George E. Sherman, for a number of years 
assistant general manager, has been elect- 
ed general manager of the concern as a 
result of the death of President and Gen- 
eral Manager Fred R. Fish, who passed 
away several weeks ago. 

Mr. Fish’s death was tragic. Just be- 
fore starting on his vacation on a Friday 
he called to see his physician, who pro- 
nounced him in perfect health despite his 
sixty-three years. On Sunday he was 
seized with a heart attack which carried 
him off. 

Fred Fish, the scion of a long line of 
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THE WEEK’S IMPORTS 


Comprising the recent receipts of China, 
Earthenware, Glassware, etc. 


PORT OF NEW YORK 
Inward Manifests 


ROTTERDAM—Str. Statendam—: 


Tharaud, Inc., Justin—2 cases glassware. 


HAMBURG-—Str. New York— 
Decorative Plant Corp.—3 cases glassware. 
Straub & Co, Paul A—1 case china and earthen- 

ware, 9 cases glassware. A 
Graham & Zenger—l4 cases glassware. 
Heinrich & Winterling—9 cartons earthenware, 

39 cases_earthenware. 

American Shipping Co.—4 cases glassware, 1 case 
earthenware, 

Bank of Manhattan Co.—5 cases glassware. 

Chase National Bank—3 cases glassware. 

Gimbel Bros.—1 case earthenware, 3 cases glass- 
ware. 

Field & Co., Marshall—9 cases glassware. 

Borgfeldt Cor ; earthenware. 

Koscherak Bros—6 cases glassware, 1 case earth- 
enware, 


HAMBURG—Ste. President Roosevelt— 
National City Bank—5 cases glassware. 
Ovington’s—6 cases earthenware, 3 cases glass- 

ware. 

Marufacturers Trust Co.—2 cases glassware, 
Fisk, Marks & Rosenfeld—11 cases earthenware. 


LIVERPOOL—Str. Britannic— 

Collamore & Co., Davis—2 casks china. 

Maddock & Miller—1 cask china, 16 packages 
earthenware 

Johnson Bros.—24 crates earthenware. 

Gerlach & Co., F.C. 

Haviland & Co., Theodore—3 casks earthenware, 

Leyland, Inc., Percy N.—4 casks earthenware. 

Myott-Tharand Corp.—2 crates earthenware, 

Pitcairn Corp., Wm. S.—8 packages china and 
earthenware. 

Sellers Trans. Co.—22 casks earthenware, 3 casks 
china, 

Rowland & Marsellus Co.—1 crate earthenware. 

Tiffany & Co.—5 packages earthenware and china, 

Boote, Edward—8 packages earthenware and china, 

Meakin & Ridgway—18 packages earthenware and 
china. 

American-Hawaiian $.S, Co.—7 packages earthen- 
ware. 


New Bedford whalers, was brought up in 
New Bedford, where he spent practically 
his entire life. He entered the employ of the 
Pairpoint Corporation—one of the oldest 
glass manufacturing concerns in the coun- 
try—as a boy and worked his way up 
through the glass department. For many 
years he was foreman of this department 
and then became general manager of the 
entire business. About twelve years ago 
he was elected president, which position 
he held up to the time of his death. 


Chain-Store Sales For June Up Nine and 
One-half Per Cent Over a Year Ago 


Chain-store sales in June were 9% per 
cent above that month of last year, with 
the variety, 10-cent and candy stores mak- 
ing the biggest gains, according to an- 
nouncement by the Federal Reserve Bank 
of New York. The increases, however, 
were somewhat smaller than those made 
in May. 

Sales of chain drug stores were only 1 
per cent higher than a year ago, the least 
favorable comparison in four months. 
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AMBASSADOR 


1076 NEW ITEMS 


WILL BE PRESENTED BY 


EBELING & REUSS, INC. 


THE TRADE “MECCA” 


THE MARK OF DISTINCTION 


WE WILL INTRODUCE THE LARGEST 
ASSEMBLAGE OF NEW AND CONTROLLED 


ITEMS WE HAVE EVER OFFERED. 


FROM ITALY 


Decidedly new Italian Dinnerware (8 patterns), 
extensive variety of styled Italian Pottery con- 
sisting of vases, book ends, smoking accessories 
and Gift Novelties as well as similar items in 
Alabaster. Also Venetian and Tuscany Glassware. 


FROM CZECHO SLOVAKIA 


New assortment of white embossed and Chintz 
and Dresden Cake Plates and Servers. New 
Chintz patterns in Vase Assortments and deco- 
rative table and Smoking Sets. Many additional 
lines of beautifully blended Plaid decorations for 
Buffet and Dutch Lunch Service. New Pantry 
Lines in embossed Chintz decorations. Salad 
Sets in white and pastel colors. New styled 
numbers in Drinking and Bar Glassware. Also 
complete lines featuring many patterns and 
shapes in engraved crystal stemware. 


SEE ALL OF THESE AND MANY OTHERS 
TOO NUMEROUS TO MENTION AT THE 
FORTHCOMING SHOWS. 


New York China and Glass Show—Hotel New 
Yorker, July 29 to August 4—Room 514 


Chicago Gift Show—Palmer House, July 30 to 
August 10—Rooms 814, 815, 816 


“We Do Not Solicit Cut-Price Outlets” 


EBELING & REUSS, INC. 


ESTABLISHED 1886 


EMPIRE STATE BUILDING, NEW YORK 
707 CHESTNUT STREET, PHILADELPHIA 
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WARE 


PATTERN 8772 
a 


See Our Exhibit of Complete 


New Lines at 


NEW YORK CHINA SHOW 
HOTEL NEW YORKER 
JULY 30—AUGUST 4 


DINNERWARE 
RICH SHORT LINES 
BREAKFAST SETS 
NOVELTIES 


A. J. FONDEVILLE & CO. 


116 EAST 27th STREET 


NEW YORK 


AMBASSADOR WARE IS THE PRODUCT OF THE 


SOHO POTTERY, COBRIDGE, ENGLAND. 
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The summer meeting of the United 
States Potters’ Association to consider 
wage demands of the National Brother- 
hood of Operative Potters will be held at 
the Congress Lake Country Club at Hart- 
ville, near Canton, on Monday, July 30. 
Call for the meeting to members of the 
association was sent out last week by Sec- 
retary-Treasurer Charles F. Goodwin from 
his office in East Liverpool. The call was 
issued by President Arthur B. Mayer, of 
the Mayer China Company, Beaver Falls, 
Pa. About forty dinnerware manufactur- 
ers from Ohio, Pennsylvania, West Vir- 
ginia, New Jersey and New York are ex- 
pected to attend the session, according to 
Mr. Goodwin, The meeting will open at 
11 a. m., followed by luncheon at 12, the 
general discussion, following. Demands of 
the brotherhood, framed at the forty-third 
annual convention of the workers’ organi- 
zation in Atlantic City early this month, 
will be considered. While these demands 
have not yet been formerly received by the 
manufacturers, it is generally understood 
that the request has been made for wage 
increases aggregating 20 per cent. The 
manufacturers are expected to outline 
their plan of action at the Congress Lake 
meeting, when counter-proposals will be 
drawn up by the Labor Committee asking 
for a reduction in labor costs to meet com- 
petition from foreign manufacturers. The 
Labor Committee, representing the manu- 
facturers, and the executive board and con- 
ferees elected by subordinate unions, ap- 
pearing for the brotherhood, will meet in 
joint conference, probably in August, to 
work out a new agreement to take the 
place of that which expires between the 
two organizations on September 30. The 
date and place for the joint conference 
will probabiy be fixed at this meeting of 
the manufacturers. 

The Columbia Pottery Company, of East 
Liverpool, has been merged with the Har- 
ker Pottery Company, of Chester. The 
Columbia company has been a subsidiary 
sales organization of the Harker Pottery 
Company for several years. O. C. Helm 
& Co., of Chicago, has been appointed 
Mid-Western representatives for the 
merged company, while the Ecker Lloyd 
Company, of San Francisco, will act in 
the same capacity along the Pacific Coast. 

Joseph M. Wells, general manager of the 
Homer Laughlin China Company, Newell, 


W. Va., and former Ohio amateur golf 
champion, is taking part in the thirty-first 
annual golf championship series which 
opened Monday in Cleveland. Mr. Wells, 
who won the State championship in 1922 
and repeated two years later, will take 
part in the qualifying rounds on Monday 
and Tuesday. He and R. T. Hall, one of 
the owners of the Hall China Company. 
will battle it out within the next few days 
for the Hall Memorial Cup at the East 
Liverpool Country Club course. In the 
semi-finals last week Mr. Wells crushed 
J. D. Thompson 6 and 5, while Mr. Hal! 
disposed of W. H. Tefft 2- In the con- 
solation rounds of the championship flight 
only two golfers survived. Joe Wells, Jr., 
1933. Memorial champion, lost his semi- 
finals match to H. S. Russell, 4—3, while 
J. G. Golden defeated G, R. Thomas, 3—2. 
The second flight was decided over the 
week-end, Arthur A. Wells winning the 
title with a 2-up victory over John Firth, 
In the semi-finals Mr. Wells defeated D. D. 
Shay, 2-up, and Mr. Firth eliminated Dr. 
A. C. Frost, 1-up. 


PITTSBURGH NEWS 


As a result of the conference between 
the glassware manufacturers and the work- 
men at Atlantic City the latter part of 
last week and the beginning of this, a 
compromise was arranged in practically ev- 
ery department whereby there are few im- 
portant changes. One or two minor details 
of adjustment have been made and are 
not likely to affect conditions in general 
so far as prices are concerned. 

Phillip Entlinger, formerly with Gillin- 
der Bros., Port Jervis, N. Y., has been made 
plant superintendent of the Jeannette Shade 
& Novelty Company, Jeannette, Pa. 


McLelian Shareholders Agree on 
Refinancing Plan 


The various shareholders’ committees of 
McLellan Stores Company have substan 
tially agreed upon virtually every detail of 
the refinancing plan which calls for new 


funds estimated between $1,800,000 and 


$2,000,000, the common shareholders’ com- 
mittee of the company sets forth in a letter 
to shareholders. 

New funds will be secured by an issue 
of ten-year 6 per cent debentures, with a 
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sinking fund amounting to at least 20 per 
cent of the net profits of the new corpora-~ 
tion. The preferred stock is to be repre- 
sented by a new preferrtd stock of an equal 
number of shares, and the dividends now 
in arrears on the present issues are to be 
refunded “in a manner satisfactory to the 
preferred and common stockholders’ com- 
mittees,” the letter continues. ‘We have 
practically agreed upon the basis.” 

Under the reorganization plan there will 
be an issue of at least 563,000 shares, so 
that each common stockholder will receive 
one share of common stock for each share 
of common stock held in the old company. 
There will be also an additional issue otf 
common stock which is to go with the de- 
bentures. The amount of additional com- 
mon has not yet been entirely agreed upon. 

“There have been discussions with two 
responsible banking groups, each of which 
is prepared to handle the financing upon 
certain terms,” it is declared. “In each 
case the terms involve the purchase of de- 
bentures sufficient to provide the necessary 
capital, the debentures to be accompanied 
by a certain number of shares of common 
stock as a bonus.” 


Conditions Fairly Satisfactory in Detroit 

During the week just closed the retail’ 
and wholesale trades in Detroit and princi- 
pal up-State Michigan cities have experi- 
enced a slight seasonal recession, but con- 
tinue to hold up better than the basic in- 


dustries. Experimentation in retail price 
lines is expected during the next few 
months, and many executives feel that 


present prices are due for revision. 

Price control in ithe codes is now being 
discussed, with a view to checking the 
downward trend. Pronounced consumer 
resistance to higher prices presents a major 
problem to regulate at variance to the law 
of supply and demand, which has a way 
of asserting itself to the embarrassment of 
‘theoretical code administrators. 

Factory employment in Detroit on July 
15 stood at the highest level for that date: 
since 1929. During the first fifteen days 
of July employment showed an increase of 
5 per cent. 

An increase in July is contrary to sea- 
sonal trend and was entirely unexpected 
because of the closing down of some of the 
automobile plants during the week of July 4. 

Taking the average employment during 
the years 1923 to 1925 as 100, the employ- 
ment index of the industry department of 
the Board of Commerce on July 15 stood at 
87.4, compared with 83.1 on June 30 and 
62.4 on July 15 a year ago. On July 15, 
1932, the index stood at 69.6 It was 68.2 
on the same date in 1931, 58.0 in 1930 and 
129 in 1929. 

Collections have been retarded, as is cus- 
tomary in the vacation season, but are 
greatly improved over last year. 


Even the people who make the most fuss 
over a “good fellow” do not offer to lend’ 
him money when he starts in business— 
Frank Farrington. 
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The Last Word 
In Cocktail Shakers 


With this novel shaker you do not need a 


jigger. Price $13.20 a dozen or in 3-dozen 
lots $12.00 a dozen. Packed | dozen to 
a carton. 


This is just one of the many interesting 
new things we are showing in Glassware, 
Dinnerware and Pottery. 

Our new lines on display: 


EASTERN MANUFACTURERS AND IMPORTERS 
EXHIBIT 
Room 801, Palmer House, Chicago 
July 30 to August 10 


NEW YORK HOUSEFURNISHINGS SHOW 
Rooms 436-438, Hotel Pennsylvania 
July 30 to August 4 


NEWLAND, SCHNEELOCH & PIEK 


Incorporated 


1107 Broadway, New York 


Jury 26, 1934 


Cereal Sets 
in Cream-Colored 
Earthenware 


Illustrated is one of our very popular new Nine- 
Piece Cereal Sets. I+ is well made, attractively 
decorated and will sell at a popular price showing a 
nice profit to the dealer. 

We have many other new things on display both 
at the Show and at headquarters, irelueling in 
particular a full line of Fancy Tea Ware and Fancy 
Pieces in a very attractive Cream-Colored Earthen- 
ware Body that is guaranteed not to craze. 

Merchandise in stock for immediate delivery. 


Moet, Momono! & Co., Inc. 


109 FIFTH AVENUE. COR. 18TH STREET 


New York 


NEW YORK CHINA AND GLASS SHOW 
Rooms 518-519, Hotel New Yorker 
July 29 to August 4 
AL. F. LEMCKE in charge. 


EASTERN MFRS. & IMPORTERS EXHIBIT 
Rooms 731-732, Palmer House, Chicago 
July 30 to August 10 
JACK ROSSETTI in charge. 


Jury 26, 1934 


house 
furnishings 


At the Turn 


of the Year 


Figures for Housefurnishing Goods Business for First Six 
Months of 1934 Show Vast Improvement Over Those for 
Similar Period of 1933 in Wholesale and Retail Branches 


LTHOUGH figures for the first six 
months of the year have not yet 
been fully tabulated, sufficient prog- 
ress has been made so that it can 

be stated definitely that business shows a 
vast improvement over a year ago for the 
same period—this in both wholesale and 
retail. And while the increase is naturally 
due in considerable measure to the ‘higher 
prices that have prevailed, there has also 
been an actual increase in the number of 
unit sales, which is most encouraging. Vol- 
ume sales show an increase all the way 
from 20 up to 60 per cent (the latter in 
only a few cases); but, broadly speaking, 
the general increase is about 30 per cent. 
It is no wonder the trade is quite well 
pleased with this showing, though business 
is still considerably below the peak of the 
late '20s. 


Outlook Good 


It is also pleasurable to note that the 
outlook is generally very satisfactory. 
Stocks in the hands of retailers are not 
only low but very clean. There are no 
broken assortments and no distress mer- 
chandise of any account; which means 
that starting next week retailers should 
and will be in the market for their fall 
supplies in an active and vigorous man- 
ner. 

This is essential. Now is no. time to 
lie down. Business still must be fought 
for, but by vigorous work genuine accom- 
plishments can be made and business se- 
cured for the second half of the year that 
will be well in excess of that of the similar 
period of 1933. In other words, the out- 
look for a big increase on the whole year 
seems very bright. 

Referring again to the accomplishments 
of the first six months, the greatest in- 
crease has, in the main, been in major 
appliances. A year ago some were begin- 
ning to fear that the peak of rapid jumps 
in the household automatic refrigerator 


business had been reached, and that, while 
a steady increase might be looked for, it 
would not be nearly as rapid as it had 
been previously. But nevertheless, in- 
creases continue in a most satisfactory 
fashion. Likewise, there has been quite 
a nice increase in the business of other 
major appliances, including in particular 
washing machines, with vacuum cleaners 
coming next. 


The Style Note 


Another interesting feature of the year’s 
developments has been the further intro- 
duction of the style note, and this does 
not mean such stunts as the “color-in-the- 
kitchen” idea, as it did a year ago, but 
real styling of many articles such as cook- 
ing devices for the dining or living room, 
beverage serving implementia, etc. One 
large manufacturer of specialties recently 
held a special exhibit to call to the atten- 
tion of editors of women’s magazines, 
homefurnishing stylists or department 
stores and others interested just what was 
doing along these lines. The event was 
noteworthy in showing the trend of the 
times. 

In the more staple end, including enam- 
eled and stamped wares, wooden ware and 
staple specialties, developments have natu- 
rally been less outstanding, though some 
new things have also made their appear- 
ance here, particularly in the enameled and 
stamped wares. 


Retail Sales Good in Chicago 
Despite Heat 

Intense heat, which has kept Chicago and 
the Mid-West sweltering for the last two 
weeks, and labor unrest in the other sec- 
tions of the country have had little or no 
disquieting effects on business in the Middle 
West, and reports of the Association of 
Commerce here reveal a general upward 
trend of sales, especially in retail. lines. 

(Concluded on page 33) 
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BUY 
IN 
CHICAGO 


Hocking - Lancaster - Standard 
GLASS COMPANIES 


Glass Boulevard 


Merchandise Mart 


FOSTORIA GLASS COMPANY 
Fine Table Glassware 


ROOM 1567, MERCHANDISE MART 
H. G. Dalzell, Manager 
H. J. Carroll Cc. K. Price 
W. J. Frazier 


| 


THE McANULTY CO. 
Room 1469 Merchandise Mart 


Housefurnishing’ Goods 
Iluminating Glassware 
Aluminum Ware 


EARL W. NEWTON & ASSOCIATES 


IMPERIAL GLASS CORPORASION 
NAGOYA SEITOSH' 

MARION GLASS MPG. co. 
MORGANTOWN GLASS WORKS 

THE EARL W. NEWTON COMPANY 


1463 Merchandise Mart 


— EE 


THE A. E. HULL POTTERY CO. 
Kitchen Pottery 


MORRISON HOTEL 


J. E. Everett, Rep. 5240 Sheridan Road 


THE 
EDWIN M. KNOWLES CHINA CO. 
East Liverpool, Ohio 
Makers of SEMI-VITREOUS PORCELAIN 
Represented in the Middle West by 


GEO. T, BRATT, Room 345, Morrison Hotel 
Telephone, Franklin 9600 
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Sued weeny sy 


= 
THE OCORMAN PUBLLMING ca 


Established 1869 


B. F. Drakenfeld & Co. 


Incorporated 


iy 


ACID RESISTS 


PRECIPITATED SILVER 


VITRIFIABLE COLORS 
ROMAN GOLDS 


PRINTING TISSUES 


45-47 Park Place New York 


No Charge to Subscribers 


Paid-up subscribers to THE SALESMAN 
are sent one copy of our “Pottery and Glass 
Directory and Buyer’s Guide’ FREE each 
year upon pwblication—additional copies at 
$1.00 each. 


This is the most complete handbook of in- 
formation for ready reference ever published 
for the trade. In addition to this, however, our 


Information Bureau 


offers a special service to merchants and buy- 
ers who are subscribers on any subject not 
covered in the Directory. All we require is 
that postage be enclosed for reply. Address 
inquiries to: 


INFORMATION BUREAU 


The Pottery, Glass & Brass Salesman 
160 FIFTH AVENUE, NEW YORK 


Mohawk Building 


160 FIFTH AVENUE 
Southwest Corner of Twenty-first Street 


Right in the Heart of the China and 
Glass District 


Desirable Offices and Showrooms Available 


Among the present tenants are: 
Crockery Board of Trade of New York 
Pottery, Glass & Brass Salesmen's Association 
J. Arthur Davison 
F. Schmidt & Co. 

The O'Gorman Publishing Company 
Frank & Son 
Susquehanna Cut Glass Company 
Canton Glass Company 


Inquire of 
Carstens, Linnekin & Wilson, Inc. 
221-227 FOURTH AVENUE 
Or Building Superintendent, on premises 


Juty 26, 1934 


BOOKKEEPING, AUDITING, 
PART TIME 


Expert bookkeeper. Books opened, 
kept, systematized, closed. Tax reports. 
No job too small or too large. Address 
C317, in care of THE SALESMAN. 


EEE 


Distribution Lags in Recovery 


The available data, rather fragmentary 
in nature, on retail and wholesale trade 
in the United States, according to the New 
York Journal of Commerce, indicate that 
the physica! volume of distribution has 
tended to expand less sharply than pro- 
ducticn thus far this year. 


Indices presented in the July issue of 
the Survey of Current Business of the 
Department of Commerce show the follow- 
ing percentage increases for the first five 
months of 1934 as compared with the cor- 
responding period of 1933: Manufacturing 
output, plus 29; mineral output, plus 19; 
department-store sales, plus 19; chain- 
store sales, plus 12, and mail-order sales, 
plus 39. 

In comparing these indices, cognizance 


must be taken of the fact that the two 
production series are calculated from physi- 
cal quantities, while the three retail trade 
series are calculated from dollar values. 
If allowance be made for increases in re- 
tail prices, which have amounted to as 
much as 25 per cent in the case of clothing 
and have averaged over 10 per cent for the 
chief budget items outside of rent, it ap- 
pears that the increase in volume of mer- 
chandise sold by reporting retail outlets 
other than mail-order houses has been 
relatively stall. 


The fact that dollar sales of mail-order 
houses, which distribute largely in rural 
districts, have increased twice as much as 
that of department store sales, which are 
concentrated in urban regions, indicates 
a marked relative improvement in pur- 
chasing power of farmers as compared 
with that of industrial and white-collared 
workers. The rise in rural purchases has 
been due in part to the sharp advances in 
prices of certain staple farm products, such 
as cotton, wheat and tobacco, and in part 
to the large cash benefit payments made 
to farmers under acreage curtailment 
agreements. 

The very small increase in the sales of 
city stores, on the other hand, seems to 
indicate that the increase in buying power 
of the urban population has scarcely kept 
pace with the advance in the cost of living. 
This is readily understandable, in view of 
the fact that large groups of white-collared 
workers have received no benefit at al! 
from the recovery program, and that the 
gains of many industrial workers are 
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chiefly in shorter hours rather than in 
larger total earnings. 

It is probable that the recent sharp cur- 
tailment in industrial productive activity, 
which is likely to continue through the 
summer, will result in a better balance be- 
tween distribution and production, Rising 
prices of foods and other agricultural prod- 
ucts are likely to enhance further the pur- 
chasing power of farmers, except in areas 
most seriously affected by the drought, 
while speeding of the public works pro- 
gram and of home renovation work ‘should 
tend to offset decreases in urban buying 
power resulting from curtailment of fac- 
tory operations. Hence, buying power 
available for retail purchases should be 
maintained around current levels. 


Retail Sales Good in Chicago 
(Concluded from page 31) 


The labor unrest so far has left Chicago 
unruffled, despite disquieting rumors of a 
general strike of bus company employees, 
This dispute, it is hoped, will be settled. 

Response to the “dollar day” sales spon- 
sored by the State Street stores was more 
than satisfactory and aided retail business 
materially, as did also competing sales 
events staged by several of the neighbor- 
hood and community store groups. 

There were slight reactions in the whole- 
sale group, reported to have been caused 
by the drought, but early infiltrations of 
buyers and retailers here for the midsum- 
mer trade is taken as an indication of con- 
siderable buying volume pending for Chica~ 
go distributors early in August. 


Associated Ceramics, Inc..........e0er eee 18 
Belmar Pottery Co 19 
Boote, Edward .. 18 
Buckeye Pottery Co 19 
Bryce Bros. Co... 19 
Carr China Co.. 19 
Carstens, Linniken & Wilson, Inc. 32 
Canonsburg Pottery Co 19 
Continental Ceramics Corp.. 18 
Copeland & Thompson, Inc 18 
Crooksville China Co 12 
Davison, John Arthur... 18 
De Silva, Leon 84 
Drakenfeld & Co., B. F.eesececeeeeeeeees 32 
Ebeling & Reuss, Inc...........00eeeeeee 28 
Fondevillz & Co., A. J. 18, 28 
Fostoria Glass Co... 19 


George Pottery Co., W. S 22 
Gladding, McBean & Co 2 
Goetz, Inc., Otto.. 18 
Haruta & Co. 18 

18 
Heinrich & Winterling 16, 18 
Heisey & Co., A. H. _ 19 
Hocking Glass Sales Corp... 19 
Rindt& Coy, Geo. Ge scssnasensssmesecnss 19 
Koscherak Bros, 18 
Kupper, Inc., Herman C. 18 
Leyland, Inc., Percy N.. 18 
Libbey Glass Mfg. Co... 19 


Maddock & Miller.. 
McAnulty Co., The 


Mogi, Momonoi & 18, 36 
Morimiie (Broa. wecacwuds cues vene cents 4, 18 
Newland, Schneeloch & Piek...........-- 30 


New Martinsville Glass Mfg. Co 5, 19 
Newton & Associates, Earl W. 31 
New Uptown China Center. 18, 19 
Pitcairn Corp., Wm. S. 3, 18 
Reusche & Co,, L 35 
Rosenthal China Corp.. 18 
Rowland & Marsellus Co. 18 


Standard Glass Mig. Co. 
Straub & Co, Paul A... 


Taiyo Trading Co., Inc..........0e0e scene 18 
TDharaud, Inc; Justitiv.ccwsesssenesisieses 18, 26 
Uhl Pottery Cows... cc secs eesileceee cee ce 19 
Meron; Tes, Ih Din muscenseeanueeeescs 18 
Warrin, Inc., Edmondson.............+..+ 19 


Wedgwood & Sons, Inc., of America, Josiah 18, 24 
Welll:Coi, 5/6) oes 3 ats revs atest 6, 19 
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DE SILVA 


PHOTOGRAPHER 


Specializing in COMMERCIAL PHOTO- 


GRAPHS for the CHINA, POTTERY, GLASS 
and HOUSEFURNISHINGS TRADE § BEST 
STAFF OF COLOR ARTISTS IN 'THE 
COUNTRY & EXPERT WORK—LOWEST 
PRICES—PROMPTEST SERVICE 


LEON DE SILVA 


51 BARCLAY STREET NEW YORK 


Phone BArclay 7-8119 


Elarco Acid Resist: 


ESPECIALLY PREPARED FOR PRINTING 


| Eee decorator has had difficulty in procuring a resist which 
will come clean from the engraved plate and transfer without 
pinholes. The ELARCO ACID RESIST for printing fills every 
requirement and assures perfect prints. It is prepared in Violet 
Color in order to show up clearly when covering the balance of 
the glass or china with liquid resist. 


Price, per pound 


Special quotations on quantities. 


Glass Gold 


If you have not succeeded in procuring a gold suitable for your 
glass it is because you have not tried our gold preparations. Our 
Glass Gold HA and BB have the endorsement of 75 per cent of 
the decorating shops and it would pay you to try them. They 
will go farther and give the rich gold color you are looking for. 


We have our own laboratories, and can supply you with any pre- 
pared gold or silver you may require. 


L. REUSCHE & CO. 


Importers and Manufacturers of 


Colors and Materials for Pottery and Glass 
Factory and Mail Address: 2-6 Lister Avenue, Newark, N. J. 


Flies 


Grown Ducal 
é ngland 


ALL 
YOU 
NEED 
KNOW 


CHOSEN 
FOR 
NEW YORK 
OPEN 
STOCK 


RETURN 


DESIGN 


FASHION. says hare ton 
be a flair for flares, so 
we give you the swanky = 
flaring “Cotswold” Shape 


A slight corrugation in 


the clay and the yellow tinted glaze are outstanding features. 


Fashion also declares, multi-color BAND 
and LINE combinations are right smart, 


so we present the “Broadway” Pattern 


Main Combination, Ou ie Edge —Two-line Band in Steel- hie 2 ngle-line in 
Tangerine; eae Band in Tangerine, and Single-line in Black. On Flange — 
mbination “a three Single lines: Black, Tangerine, a BhGra ‘ay. 


MADDOCK & MILLER, INC. 
129-131 FIFTH AVENUE, NEW YORK 
ETURN TO 


DESIGN DIV. 


